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N. Y. SHOW BUILT REAL CONFIDENCE 


TRE MANUFACTURERS SEVERAL, COMPANIES REPORT 
ACTUAL SALES ABOVE 1930 


Automotive Ex) orts Off; 
, STE UP PRODUCTION 
Heavy ets Attendance and Increase in Dealer 
Commitments Are Features 


Shipments to Argentina: | 
Of Week 











Show Increase of 166% tire factories here 4 are being stepped 

; up to meet the demands of the 
spring shipping season, according 

November Valuation Is $15,189,038, Decline of 44% | to advices from the city to mem- 
From Year Ago and 3.4% bers of the Rubber Exchange of New | 


York, Inc. 
From October The Goodyear Tire and Rubber | 


Company this week will produce | 4 . fi 
¢ 9 __ oh: : 240,000 pneumatic casings, which cleared away, it is possible to get a comprehensive 
ASHINGTON, Jan. 12.- Shipments of all automotive compares with a schedule of ap-| idea of “how the show went.” While the management does 
products from the United States in November were | not give out actual figures, it is safe to say that attendance 
valued at $15,189,038, a decrease of $11,940,925, or 44 per | 


EW YORK, Jan. 12.—Now that the smoke of battle has 


proximately 120,000 casings weekly | 
in effect at the close of 1930. was greater than last year, but under the records established 


The B. F. Goodrich Company and | | _—_—_—__—— 


cent. from the November, 1929, figures and $547,249, or 
3.4 per cent. under the total for October, 1930, the Com- 


merce Department reports. 
The average monthly export value | 


for the January-November period is | 


$25,664,749. 

With increased takings of 166 per 
cent. and 56.7 per cent., respec- 
tively, Argentina and the Union of 


South Africa became the el 


markets for American passenger | 
cars in November. 
Canada and Belgium, which occu- 


pied first two positions in October, | 
dropped to third and fourth places 


as a result of decreased purchases, | 


although Canada took but eleven 
less units than the Union of South 
Africa. 

Exports of most miscellaneous au- 
tomotive products showed decreases, 


but substantial gains occurred in| 


shipments of trucks and bus en- 
gines, spark plugs, shock absorbers 
and stabilizers and _bumpers. 


LINK-BELT TO DISPLAY 
AT CANNERS’ CONVENTION 


company will exhibit at the Can- 
ners’ Convention at Stevens Hotel, 
Chicago, January 19-23. They will 
be located in Booth No. 62. For the 
first time they will exhibit their 
new positive variable speed trans- 
mission—the recently announced P. 
I. V. gear. Messrs. P. L. Conway, H. 
E. Divine, G. W. Ostrand, W. R. As- 
bury, Harry Johnson, E. J. Burnell 
and other Link-Belt engineers will 
be in attendance. 


Federal Research Points 


Way to Larger Protits TODAY _ AY 


|Sparks From Detroit 


WASHINGTON, D. C., Jan. 12.—;ing, operating expenses, credit and 
i 


to profits for automo- 
bile manufacturing concerns, dis- 
tributing organizations and_ the 
thousands of retail outlets for cars 
lies in the practical application of 
the results of business research, ac- 
cording to William L. Cooper, di- 
rector of the bureau of foreign and 
domestic commerce, who discusses 
the status of domestic business re- 
search in the annual source book of 
marketing research just issued by 
the Department of Commerce. 
During the period covered by the 
report, there has been a sharp in- 
crease in interest manifested in 
business research, it is said, with 
extended activities marked in many 
fields of both retail and wholesale 
trade. In particular, cost account- 


The key 


| railroads, 
| whose operations are linked with 


'men returned to work within the 


p |fore the annual suspension for in- 
Chicago, Jan, 12—The Link-Belt | 





|coming to Detroit in the hope of 


collections, 
| business failures and prices are now 
said to be under the scientific scru- 


| transportation 





FORD CALLS 107,000 | 
MEN BACK TO WORK 


Detroit, Jan. 12—One hundred | 
and seven thousand men returned | 
to work today in the Rouge ~~ 
of the Ford Motor. Company at 
| Benebeen and in the company’s as- 
| sembly plants throughout the coun- | 
try. Simultaneously thousands of | 
others resumed employment in the | 
various industries that supply Ford | 
with parts and materials, on the | 
and in other businesses | 





those of Ford. 
Several thousand of these 107,000 


last week in branch assembly plants 
and in a few of the departments of 
the Rouge factory. They have been 
engaged in the assembly of cars for 
which parts have been produced be- 


ventory. Several thousand others 
were employed during the inventory 
period. When production was re- 
sumed today 75,000 men were em- 
ployed in the Rouge plant alone. 
Their daily wage will be in the 
neighborhood of $600,000. Company 
officials emphasized that only Ford 
employees are being put to work and 
warned against unemployed persons | 





obtaining employment in the Ford 
‘ Plant. 


management problems, 


tiny of many marketing experts. 
The changing distribution system 
and the advent of new products or 
new uses for old products have given | 
rise to many surveys. 
Transportation by motor truck is 


one of the subjects especially in the | Wholesale News and Views..Page 9 | types. 
| limelight and is treated exhaustively | Engineering News...... 


in the new source book, while air 
is also the subject 
of an extended study. Studies in 
the field of retailing are also very | 
extensive. | 

“These studies have undoubtedly | 
been instrumental in the elimina- 


(Continued .on, Page 2) 


| tomobile 
| night at the 113th Infantry Armory. 


|of cars, 
|models on display at the armory, | 
| @ number of stripped chassis and | 
|action models were 


| Editorial: 


| the Firestone Tire and Rubber Com- 
pany have not made public oe 


. | production figures, but it is state val 


that both companies this week in-| 


creased their outputs by about 5,000 | 


tires. 

Operating schedules in the dis- 
trict also have been expanded by 
| several smaller manufacturers, it is 
| learned. 


12,000 AT OPENING 
OF NEWARK SHOW 


Newark N. J., Jan. 12.—Present- 
ing an almost complete monotone 
of dark cars under brilliant illumi- 


nation and against a background | 
colored decorations, the |CUre through co-operative and group | 


of light 
twenty-fourth annual Newark au- 
show opened Saturday 


It will be open from noon until 10.30 | 
every day until next Saturday night. 
Favored by the mild weather, the 


attendance Saturday night was) 
12,000 it was estimated. 
The show is conducted under the | 
auspices of the Newark Automobile | 
Trade Association, and twenty- five | 
Newark dealers are exhibiting 285 
cars of thirty different makes, be- 
sides one motocycle, all American. | 
There are few accessory displays. 
On opening night only 200 cars 
were on the floor. The scheduled 
list was completed today when part | 
of the exhibits in the National Show | 
in New York were moved to New-| 
ark. In addition to a large number 
some of which replaced 





also brought | 
from New York exhibition. 

The vehicles on display oo 
an estimated value of $1,000,000. 


Distributors Taboo New Dealer Ser- | 
vice Ideas Page 3 

“Spring Practice”. .Page 4 | 

Calendar of Coming Events. . Page 4| 

Indianapolis Dealers Enter 1931 in | 
Stable Condition , 

Metal Working Plants Begin Year | 
With Sales Increase Page 8 | 


.Pages 10-11 
REFERENCE TABLES | 


Major Specifications and Mechani- 
cal Details of Passenger Cars, 
Pages 6-7 
|Current Prices of Passenger Car 
Models 
Cumulative New Passenger Cars for 
December ............Pages 10-11 


NEW DEALER GROUP 
IS BEING ORGANIZED 


Colorado Springs, Col., Jan. 12.— |} 
A new dealers’ organization has 
made its appearance and is Seeking 


'to enroll its members entirely from 


among retail automobile dealers. It 
is meeting with considerable success 
and its promoters hope that soon it 
will be a power in the automobile 
industry. 

The new organization is known as | 


tion of retail automobile dealers. 
ARAD’S primary object is to se- 


action improved conditions for small | 
retail dealers. 
ARAD has started the publication | 


of a bi-monthly bulletin called Jack, | 
members | 


|by means of which its 


ARAD, which stands for an associa- | sational.” 





’some years back. 
Sales executives agree that it was 


a good crowd from the sales depart- 
ment’s point of view. It was what 
sales managers call “a buying 
crowd.” The visitors actually were 
interested in the purchase of a car 
| and not in merely looking over the 
new models. 

Several sales executives made def- 
inite statements commenting on the 
amount of business actually done at 
the show in comparison with past 
years. The Chevrolet organization 
did not go into definite figures, but 


| they did say that the week from the 


| Sales point of view had been “sen- 
As a matter of fact, No- 
vember and December, following an- 
nouncement of the 1931 model, has 
'seen this company doing record busi- 
ness. 

It is more than probable that 
| Chevrolet sold more cars at the show 
than in any previous year. Buick 
and Cadillac-La Salle reported ex- 
|} cellent business. Oldsmobile and 


will be kept posted as to what is | Oakland also did extremely well. 


; going on. 
It is planned to have ARAD soon | 
in a position to furnish very com- 


| plete dealer service at a minimum 
of expense to retail dealers, includ- 


jing a system of used car, salvage, | 
and junk exchanges, a finance com- 
pany which will assist not only n-| 
| financing individual car sales, but | 
will also be able to furnish limited | 
|capital loans where conditions war- 
rant, 

The motive prompting the organ- 
ization of ARAD according to the | 
promotors can be found in the fact | 
that the small retail dealer is really | 


| the backbone of the automobile in- | 


(Continued on ) Page @) : 


Oakland sold almost 1,500 Oakland- 


Pontiacs in the two days following 
the introduction of the new models 
in the New York territory. 

Auburn had a splendid week at 
the show, retail sales running far 
over a 50 per cent. increase over the 
1929 levels. 

Willys-Overland, with its brand 
new lines, received a most flattering 
reception from the show crowds. Re- 
| tail sales were far ahead of the 
‘levels maintained during the show 
in 1930, and were not far from a 
record. 

Hudson, Studebaker and Nash ex- 
ecutives all expressed themselves as 


(C ontinued on Page 2) 


Thirtieth Annual Show 


Opens i 


Philadelphia, Jan. 12.—In a strik-| facturers’ 


2 decorative scheme, 
phia’s thirtieth annual automobile | 
show opened Saturday night in the 
|Commercial Museum, 34th Street | 
below Spruce, to be continued | 
| throughout this week. 


at approximately $1,000,000, are on 
exhibition, showing about 250 body 
There are eighteen accessory 
and equipment exhibits, displaying 
hundreds of automotive necessities, 
and seven light delivery truck ex- 


| hibits. There is a special exhibit, 


consisting of an educational display 
by the Pennsylvania Bureau of 
Motor Vehicles, and there are two 
automobile club exhibits. The 
deeply interested crowd appeared 
thoroughly to appreciate the manu- 


Philadel- fer this year more 


| dency 
Thirty-four makes of cars, valued | 


in Philadelpia 


successful efforts to of- 
speed in models, 
coupled with greater comfort and at 
less cost. The opening night at- 
tendance was 2,415. 

Points remarked were the ten- 
toward multiple cylinder 
power—there are twenty-one makes 
of the eight-cylinder type, one 
twelve-cylinder type and two six- 
teen-cylinder offerings, compared 
with fourteen makes of six-cylinder 
cars and three makes of the four- 
cylinder type; the outstanding de- 
velopment of “free-wheeling” and a 
definite trend toward the darker 
and more subdued colors. The new 
models of longer, flatter conforma- 
tion seemed to meet with enthusi- 


(Continued on Page 2) 
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New York Show Revived 3% MAKES 
Industry’s Confidence 





OF CARS | 
ON DISPLAY AT SHOW 
"IN PHILADELPHIA, PA. 


! 


(Continued from Page 1) | (Continued from Page 1) 


highly gratified by the interest and 
shown at the New 
The Chrysier or- 
that the new 
Chrysler 100 per 
increase over last year, and that the 
other divisions did a satisfactory 
business during the week. 

Of course, at the national shows 
in New York and Chicago retail 
huying is just one phase of the 
general situation. The dealer angle 
at these shows is more important 
than actual sales. 

Every sales executive interviewed 
by Automotive Daily News was 
agreed that dealer attendance this 


buying power 
York exhibition. 
ganization reports 


six showed cent 


year broke all records for New York. | 


Furthermore the dealers contracted 
for shipments with more confidence 
than they showed a year ago. There 
was no indication of any overcon- 
fidence, but the retail merchants did 
show conservative optimism and 
were ready to back their feeling 
with orders. 

Auburn during the week took or- 
ders from dealers for 5,200 cars, as 
against 2.390 last year. As a result 
of this showing of confidence by 
the dealers, the factory is stepping 
up production to meet the demand. 
It is expected that Auburn will be 
running 300 Auburn and Cord 
models a day off the production 
line by the end of January. 

To sum up, the show started with 
doubt in a good many quarters, 
with hope rather than any definite 
optimism. Now there is real confi- 


dence, without any suggestion of 


| ez 


1 overconfidence, the mental charac- 
| teristic that ruins manufacturers 
and dealers as well as football teams. 


NEW DEALER GROUP 
IS BEING ORGANIZED 


(Continued from Page 1) 


astic approval. It was a crowd in a 
|buying mood, too, and 
orders were reported before the show 
| had been two hours in progress. Ex- 
optimistic frame of mind 


a most 


psychological moment. 

The exhibits are as follows: 
burn and Cord, Teefy-Seltz Motor 
Company, Inc.; Austin, 
Motor Company; Buick, 
Motor Company; 
| Salle, Cadillac Motor Car Company; 
/Chevrolet, Chevrolet Motor Com- 
pany; Chrysler, De Bear Motor Car 


dustry, and is entitled to be recog- 
nized as such, and as a class this 
type of dealer is apparently drop- 
ping out faster than replacements 
are being made, apparently due in 
some measure to misunderstandings | Company; De Soto, De Soto Motor 
which have sprung up between this| Corporation; Dodge, Thornton; 
type of dealer and the manufacturer | Fuller Automobile Company; Due- 
or distributor under whom they |senberg, Duesenberg, Inc.; Du Pont 
operate. 'Du Pont Motors, Philadelphia 
The promotors of ARAD believe | branch; Essex and Hudson, Gom- 
that they can do a great deal toward | ery-Schwartz Motor Car Company; 
restoring stability in the automo-|Ford and Lincoln, Ford Motor 
bile business through the securing | Company. 
of unity of thought and action by| Franklin, Townsend Motor Com- 
means of an association. pany; Graham, Guy A. Willey Mo- 
ARAD is looking into the future | tor Company; Hupmobile, Harper & 
with a great deal of confidence and| Harper; Marmon and _ Roosevelt, 
believes that better times for retail! Marmon Philadelphia Company; 
dealers are not far away providing | Nash, Roberts Nash Company; Oak- 
the reforms for which ARAD stands /land and Pontiac, Oakland Motor 
‘and which ARAD advocates are put |Car Company; Oldsmobile and Vi- 
into effect at the earliest possible | king, Faunce-Oldsmobile Company; 
date. |Packard, Packard, Inc.; Peerless, 
For the present, ARAD’s head-| Peerless Moter Car Company; 
| quarters will continue at Colorado | Pierce- Arrow and Studebaker, Fos- 
|Springs, though the organization | Hughes Company; Plymouth, Ma- 
| will have representatives in Chicago | dried Motor Corporation; Reo, Rep 
'for the show, and quite possibly at | Philadelphia Company; Willys and 

several of the other shows. Willys-Knight, Herbert Brothers. 
——— Automobile Clubs — Attomobile 
Club of Philadelphia and Keystone 
Automobile Club. Special Exhibit— 
Pennsylvania Bureau of Motor Ve- 

| hicles. 

Delivery Trucks—Ford, Ford Mo- 
|tor Company; Reo, Reo Philadel- 
|phia Company; Studebaker, Foss- 
|Hughes Company; Dodge, Thorn- 
|ton-Fuller Automobile Company; 
|Du Pont Indian, Du Pont Motors, 
| Philadelphia branch; Willys, Her- 
| bert Brothers; Chevrolet, Chevrolet 
Motor Company. 

Accessories and Equipment—Over- 
| head Door Sales of Philadelphia; 
;Cedar Rapids Engineering Com- 
pany; Davis Brake Company; Ber- 
|rodini Auto Supply Company; Ear! 
Mylecraine; Splitdorf Electrical 
Company of Philadelphia: Jiftle 
Company; Sayer-Hay & Co.; Lacy 
L. Redd & Co., Delta Equipment 
Company; Ero Manufacturing Com- 
pany; Gaul, Derr & Shearer Com- 
pany; H. P. Schade Company; Key- 
stone Lubricating Company; George 
W. Nock Company; Harwen Prod- 
ucts Corporation; Watson Stabilator 
|; Company; R. C. Wall Manufactur- 
jing Company. 


FEDERAL RESEARCH 
IS AID TO PROFITS 


(Continued from Page i) 


tion of considerable waste through 
increasing the application of scien- 


“There she stands— 
every inch a beauty”— 
how often have you 
heard that remark in 
reference to some smart 
new car. And how often 
is the beauty of that 
smart new model em- 
phasized by the beauty 
of Kelsey-Hayes wheels. 


ness in solving marketing problems,” 
said Director Cooper. “The future 


and more important results. Much 
good work in revealing the defects 
of our distributing system has been 
accomplished by these agencies en- 
gaged in marketing research in 
furnishing the factual basis for 
tackling any new problem which the 
changing distribution system pre- 
sents.” 
| SELLS INTEREST IN 
BOSTON HUPP COMPANY 
Boston, Mass., Jan. 12.—J. H. John- 
son, president of the Boston Hup- 
mobile Company, Inc., has sold his 
interest in the business, and also 
the building recently erected at 
1055 Commonwealth Ave., to the 
Hupp Motor Car Corporation. It 
is understood that the Boston offi- 
cials who remain will from time to 
time acquire these holdings from 
the Hupp company. Eric Courtney 
has been elected president of the 
Boston Hupmobile Company, as 
well as general manager, and Edin 
H. Kidder vice-president. No change 
in methods of operating is contem- 
plated. 


Kelsey-Hayes Service is 
World-Wide 


KELSEY-HAYES WHEEL 
CORPORATION 
DETROIT MICHIGAN 
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and believe this show will prove a | 
much-needed business tonic at the} 
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} 
numerous | 


hibitors and their salesmen are in} 


Au- | 


Griscom | 
Buick | 
Cadillac and La} 


The Return Triumphant 


* 4 * 


Truck Outlook Good 


* x * 


The Low Price Field 


NE more shot at the New York show and I will settle 
down to the old job of commenting on the activities 


of the industry as noted from the Detroit observation. tower, 
* - * 


N the way back on the Detroiter the consensus of those 

aboard the rattler was that the thirty-first annual 
New Your show had come up to expectations as a barometer 
indicating fair weather ahead for the industry. The board 
of strategy decided that, while the attendance had not broken 
any records, yet the class of the crowds was above thé 
average; the onlookers were not merely curious, they were 
inspecting our wares with the idea of buying; they seemed 
willing to admit that they had delayed their purchases longe# 
than usual, but now they are again in the market. Actual 
sales perhaps were not so numerous as in other years, but 
the prospect lists secured were most impressive. Evidently. 
the buyers’ strike has been broken and the early spring dayg 
should make good the predictions that there is business 


ahead. 
7 . WE 


UT it was the frame of mind that the dealers are in that 
impressed the homeward-bound Detroiters. The re« 
tailers as a body were no longer using “crying towels” during 
their talks with factory people. They were not telling their 
troubles or worrying about the future—they were theré 
ready to talk about their spring campaigns and seemed fille 
with confidence of an early return of sales activities. An 
we on board the train felt that this was a good sign, becausé 
we figured the dealers would not be talking that way unless 
they in turn had received their inspirations from talks with 


their prospects. 
‘v; truck manufacturer told us about the. applications 
for dealerships he had had from passenger car mej 
and those of high standing in their field. He attributed this 
to the fact that it is realized that it is necessary to take on 
side lines and that being the case, why not trucks? So hé 
and his fellow truck makers expect to see more passenge? 
car dealers also selling trucks this year than ever before, 
except possibly during the great war, when there was a big 
scramble to get truck dealerships. 

This same truck maker also told me that he is confi 
dent of a good year. He said that the old commercial 
vehicles as a rule have been operated longer than they should 
have been—they are worn out, as a matter of fact, and 
thousands must be replaced. 

Passenger cars have been, too, but with them the owners 


* * * 


/can lay them up if they cannot afford to buy new ones. With 


| 


| 


tific methods to the individual busi- | 


truck operators, though, it is a different story—the trucks 
are their bread and butter and when the old boats give their 
final gasps they must be replaced. Therefore, he figures that 


| delayed buying in the truck field is almost at an end. 


. +. a 
66 ITH Chevrolet, Ford, Essex, De Soto, Plymouth and 
others already so strongly entrenched in the low 


priced field, where does De Vaux fit in?” I was asked. To 


| which I replied by telling of a last-minute talk with Norman 


seems to hold promise of further | 


De Vaux, who told me of the great success he had met with 
during show week. More than 250 dealers called on him at 
the Commodore and as a result he greatly strengthened his 
rapidly growing dealer representation. 

“Our line greatly interests dealers looking for a low- 
priced car to supplement a higher-priced line,” Mr. De Vaux 
said. ‘With the older companies making low-priced cars all 


| the good territories are gone so far as they are concerned 


‘in addition to higher priced ones. 


and now more than ever the retailer needs a low-priced car 
So they are coming to us 
and it encourages me to believe that we are going to have to 
make nearly twice the number of cars we had intended to to 
meet this demand.” 

As I repeated this one listener observed that the auto- 
mobile business cannot be so sour if the announcement of @ 
new make of car can produce so many applications for port- 
folios. Evidently there are left many who are optimistically 
inclined and willing to take a chance at getting returns out 
of 1931. 

* * ¥ 


WO more observations and this column will wind up the 
New York show aftermath. The first is about the 
anxiety displayed by Wall Street in sales at the Grand Cen- 


(Continued on page 12) 
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Distributors Taboo New Dealer Service Ideas 


Urge Bites Forces in! 
Philadelphia Terri- 
tory to Develop 
Along Proven Lines 
Rather Than Risk 
Innovations; E x - 
pansion Limited 


HILADELPHIA, Jan. 12. 
—Distributors of auto- 
mobiles in this territory, with 
few exceptions, have not been 
given to launching new plans | 


Unique Used Car Ad 
BIG NEW YEAR USED CAR 


‘CLEARAN 


Wet $48 Down Wl ay | Wha 570 Powe Wit Bay 


Ker we: 


Toh. Beauuial ww pant job 
% Only $40 down, batance ar | — 
Ay cHEvncLer ve 


during 1930 to help their} : 


dealers build up service oper- 
ations. In the large majority 
of cases they have rather 
continued to emphasize to 
these organizations the neces- 
sity for developing the service 
department along the lines! 
laid down in past years. 

In no instance have plans for in- 


troducing new servicing ideas for 
dealers during 1931 been announced 
—that is, ideas that had not already 
been acted upon in the year just 
passed. The principal methods of | 
aiding dealers’ 
employed by the distributors 
clude: 

Sending the _ service. manager | 
through the territory to call on! 
dealers and make helpful sugges- 
tions, or actually oversee difficult | 
jobs at more or less frequent inter- 
vals; having a factory service repre- | 
sentative perform a similar func- 
tion; holding dealer service meet- | 
ings at the distributor's plant, to) 


in- 


be addressed by either the service! “= 


manager, or a factory service repre- 
sentative, or both, and by inviting | 
dealers in territory not too far re- 


mote for convenience to bring into} 


the distributor’s service station the | 
more difficult jobs, to see the work 
performed properly therein. 

Local distributors the past year | 
have been inclining more to the 
policy of concentrating upon the de- 
velopment of dealers of proved high | 
caliber already in their organization 
than of making much effort to in- | 
crease the number of dealerships, 
though in a limited number of in- 
stances distributors have adopted 
both measures, while others have 
started to swell the number of deal- 
ers, only later to switch to the con- 
centration plan after some of their | 
dealers had dropped out during the | 
difficult period of the year. 

The idea of just increasing deal- | 
erships without much cultivation | 
does not take hold here, while the 
concentration on the better types is 
said always to pay for the trouble. 

As for stabilizing, or attempting to 
stabilize dealers’ stocks of new cars 
by the process variously known as 
exchanging, juggling and shifting— | 
that is shipping stocks that one 
dealer has been unable, for one rea- 
son or another, to dispose of in good 
season, to another dealer who has a | 
record of greater sales activity the | 
majority follow this course only | 
when they feel obliged to and some 
make it a permanent policy to avoid. 

On the other hand, there are dis- 
tributors who say they use the ex- 
changing plan with considerable 
success and have done sc for a long | 
time. 

On the question of factory drive- 
aways, sentiment seems to be di- 
vided, even in certain cases which 
would not preclude the dealers from 
bringing in their new cars under 
their own power, the factory being 
at a convenient distance. In some 
cases, where the factory is not too} 
remote from the dealers’ places of 
business, they drive the cars in, 
just as they used to do years ago. 
In other instances the truck-trail- 
er method of transportation is used. 
The railroads, however, continue to 
bring in the bulk of the cars from 
automobile factories. 

Guy A. Willey Motor Company, 
Graham-Paige, in developing its 
dealers’ service operations, advises 
them to keep in close touch with | 
customers to satisfy their require- 
ments; sends out service literature 
frequently; offers specials occa- 
sionally; has frequent contacts with 
all dealers on service topics, with 








service operations! “2 
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Considerable customer attention | 


lis reported as attracted through a} 


unique arrangement of classified | 


advertising used by the Washing- | 


ton (D. C.) Daily News for the dis- 
posal of used cars. 

The used car advertising of the 
paper is arranged and grouped ac- 
cording to price and placed under 
the large heading, “Big New Year 
Used Car Clearance Sale, 
at either end of this caption show- 
ing, respectively, an owl with the 
words “Be Wise,’ an an automobile. 
Subheads in blackface type read: 


the result that the dealers’ service 


|departments are in excellent shape. | 


Cars are exchanged, from one dealer 
to another only when the distribu- 
tor feels that a dealer is justified | 
in asking for this step, no habit is 
made of it. The policy of develop- | 
ing the more productive dealers is | 


adhered to, rather than merely in- | 


creasing the number of dealerships. 
Driveaways are infrequent 


power. 

Foss-Hughes Company, Pierce- 
Arrow, expanded its dealer organi- | 
zation the first part of 1930, to build 
it up, lost a few dealers, and to- 
ward the middle and end of the} 
year concentrated on developing | 
the more productive dealerships. 
The policy of exchanging cars 
among dealers is entirely avoided. 
Dealer service departments are up- 
built in some cases by a traveling 


factory service representative call- | 


ing on dealers in the territory and | 
making suggestions. In instances 
where this is not all that is re- 
quired, a dealer will bring in a car 
with which he has been having 
difficulty and seek the advice and 
superintendence on the job of the 


” with cuts | 


{can afford or 


and | 
| , | 
when made are under the cars’ own 


CE SALE! 


What stes Bown Will hy What $150 Down Will By 





: | reached a new high level for twelve | 


= | let 


CHEVROLET DEALERS 
IN CANTON DISTRICT 


REPORT IMPROVEMENT 


Canton, O., Jan. 
troduction several weeks ago of the 
;new models of Chevrolet motor cars | 
;Sales pick-up has been decidedly | 
| marked, according to heads of the 


|larger distributors of this and other | 


| towns in Stark county. 
A feeling of optimism prevails in 


Chevrolet circles in all sections of | 
the Canton area, and from all indi- | 


cations increased sales should be in 
order for some time to come. 

New Chevrolet models have met 
with enthusiastic reception here and | 
in nearby towns and, according to| 
dealers, sales nave been boosted in 
the past thirty days as much as 100 
' per cent. over corresponding months. | 
This ratio is expected to be con- 
| tinued through the spring season. 

The Jamieson 
Chevrolet distributor here, reports 
sales greatly on the increase since | 
the arrival of the new models. The 
| coach, sedan and coupe are most in 
demand, representatives of this con- 
| cern said. Cash sales are more fre- 


; quent, but sluggishness of the used | 
|car market is tending to hinder | 


more sales, as dealers here are ac- 

cepting few trade-ins. 
Improved sales are likewise 

|}ported in other sections of 


re- 


|Chevrolet motor car sales have 
|months. In Massillon, where Carl 
Hess recently took over the Chevro- 


representation, sales have} 


12.—Since the in- | 


Sales Company, | 


the | 
| county, especially in Alliance, where | 


| 1930 Best i in History 
For H. R. Nicholson, 
N. J. Chevrolet Dealer 


Camden, N. J., Jan. 12.—H. R. 
Nicholson, Inc., South Jersey Chev- 
|rolet dealer at Stratford, reports 
| 1930 as being the best in its history, 
having sold a larger volume of both 
new and used cars. 

Three of the Nicholson salesmen 
| were made members of the 100 car 
|club sponsored by the Chevrolet 
Motor Company and the firm also 
| had one of its members elected as 
an official of the 100 car club. 

In a statement yesterday, H. R. 
Nicholson, president of the organi- 
zation, said: “We fully expect 1931 
| to beat our really phenomenal rec- 
ord of 1930, which will make us one 
of the outstanding Chevrolet deal- 
ers of the East. We have long been 
staunch believers in the value of 
| newspaper advertising and attribute 
a great part of the success we have 
had in the sale of a large number 
of used cars to the splendid pulling 
|power of cur classified advertising. 
|Our newspaper advertising appropri- 
ation in 1930 was even larger than 
that for 1929 and we feel that this 
was, in no small measure, respon- 
sible for our | Showi ing last year. P 


| 


| CHEVROLET APPOINTS 

HULL AT SAN ANTONIO 
San Antonio, Tex., Jan. 12—F. H. 
| Hull, formerly Crevrolet zone man- 
ager at El Paso, has been trans- 
ferred to this city in a similar po- 
sition, succeeding W. E. Cabeen, who 
| oes to Oklahoma City. 





» |mounted quickly in the past thirty 


| days. ~ 


In practically every dealership | 


| hereabouts sales forces have been 


augmented and dealers are hoping | 


| for an uninterrupted period of new 
| car buying. 


| NEWARK, N. J., CHEVROLET 
SALESMAN WINS CONTEST 


Newark, N. J., Jan. 12—Charles 


=. |A. Easterbrooks of Hedden terrace, 


| Newark, a salesman for Francis 


sau. | Chevrolet Corporation of Irvington, 


. 

Wat 2798 
— tar 
new ear aod only $10 


Me ® BARES INC 
soon Greate 


'has been awarded first prize of $50 
|in gold in a two-minute demonstra- 
| tion contest held by the Chevrolet 
| Motor Car Company in New York. 
| Easterbrooks was one of 487 Chev- 


= |rolet salesmen who took part. The 


n, Moven « 
Peroter on 


“What $40 Down Will Buy,” up to 
| “What $300 Down Will Buy,” 
| the in-between price groups showing | 
$10 increases. 

| It is claimed that a number of | 
sales are being registered through 
| this column, which has the advan- 
| tage of presenting graphically and | 
| quickly all that the paper has to 
loffer in a certain price range. In- 
| stead of plowing laboriously through 
a column of unrelated and dis- 
| assorted offerings, the prospective 
customer may see almost at a glance 
what is available at the price he 
wishes to pay. 


| 
| distributors’ service department. 


annual dealers’ service meeting at | 
its own plant, at which the service 
manager, and sometimes a factory 
| representative in addition, explain | 
and demonstrate difficult servicing | 
work. This company in the fall of 
the year just ended introduced a 
{new plan of service, including a 
service insurance policy good for 
one year for the customer 
| he purchases a new Car. 
Herbert Brothers, Willys-Knight | 
|and Whippet, has been increasing 
its dealerships during the past} 
year, having lost a few at the out- 
set of 1930. But the firm also 


highly productive level, so 
| be said to follow both policies. The 
| Practice of shifting cars among 
|; dealers from slow to fast selling 
companies was started in October | 
of 1930, especially to have all the 
dealerships in proper condition to 
receive the new models. This con- | 
cern makes use of the driveaway, 
| getting up parties of dealers under 





(Continued on Page 6) 


Foss-Hughes Company holds an | 


when | 


makes a practice of developing as} 
| far as possible all its dealers to a| 
it may) 


| object was to demonstrate the fea- 
| tures of the Chevrolet automobile 
in two minutes. Easterbrooks has 


with | been employed three months by the | 


Ir vington dealership. 


LINCOLN DECEMBER SALES 
SET YEAR’S RECORD 


Dearborn, Mich., Jan. 12.—Total 
| sales of new Lincoin automobiles in 
|December aggregated 486, the larg- 
lest total monthly sale since April, 
|1929, the Lincoln Motor Company 
|announced. The Lincoln Mogator 
| Company plant is now producing 
| twenty new Lincolns daily and plans 
|}are being made to increase produc- 
tion. Employment has been in- 
creased slightly during the last two 
weeks, 
ployed. 
| HENSCHEL LEADS FORD 

DEALERS IN HIS COUNTY 


West Orange, N. J., Jan. 12.— 
H 


in sales of cars and trucks, having 
retailed 725 new Ford units and 
601 used cars of all makes. The 
concern conducts a large sales and 
service plant at 83-89 Main St. Leon } 


Henschel is president of the com- | 


pany, 
| FRANKLIN DISTRIBUTOR 


Rochester, N. Y., Jan. 12.—Frank- 
|lin distribution here has been taken 
lover by Edward P. Seeber, formerly 


once associated with 
The sales and serv- 


falo and 
Pierce-Arrow. 


addition to garage, will serve terri- 
tory in Monroe, Orleans, Livingston, 
Genesee, Ontario and Wayne coun- 
ties. 





2,800 workers now being em- | 


enchel Motor Corporation of West | 
Orange finished the year 1930 as the | 
leading Ford dealer of Essex county | 


NAMED AT ROCHESTER | 


| head of his own dealership in Buf- | 





To keep on top, 
dealers 

must offer 

|| the kind of cars 


| the public wants 
to buy 
at the price 
it wants to pay. 
Our new cars 
were designed 

| with that 

| happy thought 

| in mind. 


| 
OAKLAND 8 
PONTIAC 6 


Oakland Motor Car Co 
Pontiac, Mich. 
Division of General Motors 


Making new 
...nd keeping frends 


{ice headquarters at 340 Culver Road, | 
which has a large parking space in | 
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| Commerce, met for 


| rubber 
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[RUBBER TRADES EXHIBIT | 
AT TRENTON SESSION 


Trenton, N. J., Jan. 12.—The sales 
and advertising managers’ group, 
manufacturers’ council, Chamber of 
a luncheon to- 
day at the Stacy Trent. 

Harry Case spoke on Trenton’s 
products. Bevis Longstretch, 
of the Thickol Corpora- 
tion, told about Trenton’s newest 
product, synthetic rubber com-| 
pound. | 

Several Trenton rubber manufac- | 
turers displayed their products. | 
They included Pierce-Roberts Rub- 
ber Company, Puritan Rubber Man- 
ufacturing Company, Joseph Stokes | 
Rubber Company, Thermoid Rubber 
Company, Thicokol Corporation, 
Vulcan Recovery Company, Vulcan- 
ized Rubber Company, Whitehead 
Brothers’ Rubber Company, Woven 
Steel Hose and Rubber Company, 
and Young's Rubber Corporation of | 
New Jersey. | 


president 


ORGANIZE GALESBURG 
DEALERS ASSOCIATION 


Galesburg, Ill.,Jan. 12.—At a recent | 


|meeting of the motor car dealers 


Spring Practice 


UT in South Bend, Ind., there is a little baldheaded 
gentleman of Swedish extraction, yclept Knute Rockne, 
who directs the “Fighting Irish” football team from Notre 
Dame University. This quiet and somewhat reticent indi- 
vidual has placed the teams which he coaches pretty well in 
the van of American football. The men who make up his 
teams are not of the superman type at all. There are other 
colleges which, year in and year out, draw better football 
raw material than Notre Dame. 

The characteristic which distinguishes every Notre 
Dame football team is the-perfection of its team play. This) 
includes perfect timing, split-second co-operation between | 
linesmen and backs. Rockne teams do not use any particular | 
deception, nor do they carry a long repertoire of plays. They | 
rely on the perfect carrying out of his assignment by every 
man on the team. 

Rockne does not get this perfect team play in actual 
battle. He does not even achieve it in the brief space of the | 
fall playing and practicing season, a matter of ten or twelve} 
weeks at the most. He gets it in a long season of spring | 
practice, which brings thirty or forty youngsters perfectly | | 
grounded in the Rockne system to answer the football call in 
September. 

When you see an automobile dealer who has achiev ed‘ 
a conspicuous success anywhere, you see a merchant who is 
applying the Rockne principles to the business of life. You 
may be sure that this dealer has selected his men carefully. 
He may not have the pick of the raw material from which 
salesmen are made, but he has selected carefully the best of 
what is available to him. And then you may be sure that he 
has trained them with even more care. He has infused them 
with the enthusiasm of his own personality. He has taught 
them to go directly after essentials and ignore the immaterial. 
He has taught them system in lining up prospects and follow- 
ing the lists that they have built up. He has taught them to 
be aggressive without being offensive. He has grounded | 
them thoroughly in the principles of good business. And| 
most important of all he never has allowed any other hand to 
take over the reins of leadership from his own. 

And gentlemen, any dealer who has moulded a sales 
force after this fashion, is a leader in his field, whether he 
comes from a sparsely settled rural district or from a great 
city, even as Rockne is a leader in his chosen field of 
endeavor. 


| 17-24—Montreal, 


| 26-31—Portland, 
| 20-30—Grand Forks, 


| 31-Feb. 7—San Francisco. 





Buyers Ahoy 
HAT may be an extremely significant indication of 
how business is going in the immediate future, is to 
be found in reports from New York that there is an unusual 





influx of buyers into that city at the present moment. Hotel 
managers agree pretty generally that there are more buyers 
in town at the present time than they have ever seen at 
this season of the year. The traditional periods for buyer 
activity were February and August, but of late years the 
people who do the buying for the country have been drop- 
ping in more frequently, 
tomary months. 

This year, however, the Merchants’ Association and the 


hotel men agree that the buyers have swarmed into New York | 
sar and the influx shows | 
New |.,. 


from the very first day of the New Y 
no signs of falling off. The Pennsylvania, McAlpin, 
Yorker and Governor Clinton, hotels which received a large 
amount of buyer patronage, all report large numbers of out- 
of-town purchasing executives. 


This is simply another proof that the talk about lowered | 
The shop shelves | 
There is going | 


inventories has not been exaggerated. 
throughout the country are bare or nearly so. 
to be a lot of money spent in restocking. When a situation 
of this kind develops, there never is any telling what the 
effect may be. A great deal of money is going to be put in 
¢irculation. 


| 11-13—Chicago, 


instead of waiting for the cus-| 


here, the Galesburg Automotive 
Dealers Association was organized 
and officers elected as_ follows: | 
President Wallace Baird; bad 
president W. S. Cameron; Secretary- 
Treasurer David Swendenberg. 


| handled, and there were newcomers 


‘Indianapolis Dealers Enter 


1931 in Stable Condition 


[NDIANAPOLIS, Ind., Jan, 12.— 
Dealer ranks in Indianapolis and 


vicinity during the past year have 
remained in a fairly stable condi- 


| tion, considering the precipitous de- 


cline in new car sales, and the big 
used car stocks with which most 
dealers entered the spring months, 
together with unusually heavy 
stocks of new 1929 models on hand 
or received from the factories after 
the first of the year which had to 
be marketed on a very narrow mar- 
gin of profit. 

There were, of course, with- 
drawals from the field and some 
changing around from one line to 
another, particularly in cases where 
a certain product seemed to have a 
brighter prospect for future busi- 
ness than the one already being 


into the ranks, even in the face of} 
the most adverse circumstances in 
years. The latter, however, were by 
no means numerous, and their ap- 
pearances were made with little 
gusto . In a few cases their disap- 
pearances were made quickly and 
with the same lack of ostentation. 
Distributors, whittling overhead 
expenses to a minimum as a rule, 


| were in no position to be of any ma- | 


| COMING EVENTS | 


JANUARY 


10-16—St. Louls, Mo. National Roadbuild- 
ers’ show and convention. 
10-17—Buffalo, N. ¥. Automobile Show. 
10-17—Milwaukee, Wis. Automobile Show. 
10-17—Philadelphia. Automobile Trade As- 
sociation annual show. 
10-17—Newark, N. J. Automobile Show. 
11-17—Cincinnati, 0. Automobile Show. 
13-17—Evansville, Ind. Automobile Show 
17-24—Boston. Automobile Show. 
17-24—Detroit, Mich. Annual Show, Con- 
vention Hall 
17-24—Hartford, Conn. 
at state armory. 
Can. National Motor 
Show of Eastern Canada at Stadium. 
17-24—Baltimore, Md. Automobile Show. 
17-24—Pittsburgh, Pa. Automobile Show. 
19-22—Chicago. National Wheel and Rim | 
Association convention at Edge- | 
* water Beach Hotel. 
19-2%—Detroit, Mich. Society of Automo- 
tive Engineers’ annual meeting. 
19-24—-Omaha, Neb. Automobile Show. 
| 19-24—Elmira, N. ¥. Automobile Show at 
Armory. 
| 19-24—Niagara Falls, N. Y¥. Automobile | 
how 
9-24—Omaha, Neb. Automobile Show. | 
19-54 —tanketites Ky. Automobile Show. 
19-24—Rochester, N. ¥. Automobile Show. 
21-22—Milwaukee, Wis. Wisconsin Petrol- 
eum Association meeting. 
23-24—Oklahoma City. Oklahoma Petrol- 
eum Marketers’ Associtaion meet- | 


Automobile Show. 


ing. 
24-31—Chicage, Ul. National 
Show. 
24-31—Altoona, Pa. Automobile Show at 
Jatfa Shrine Mosque. 
24-31—Allentown, Pa. Automobile Show 
sponsored by Lehigh Automobile 
Trade Association. 


31L—Cleveland. Automobile 
-31—Washington, D. C. 
Show 
24-31—Albany, N. Y. Automobile Show. 
24-Feb. 1—Los Angeles. Automobile Show. 
£6-27—Chicage. National Automobile 
Dealers’ Association conventicn. | 
26-31—Springfield, Mass. Automobile Show 
26-31—Syracuse, N. ¥. Automobile Show 
at Armory. 
Maine. Automobile Show | 
at Exposition Building. 
31—Harrisburg, Pz. Automobile Show. 
N. D. North Dakota | 
Division, Northwest Petroleum In- | 
stitute meeting. 


Automobile 


Show. 


24- 
24- Automobile 


28- 


Automobile Show 
FEBRUARY 

31—Feb. 7—Twin Cities. Northwest 

Automobile Show, jointly spon- 


sored by St. Paul and Minneapolis at 
the Minnesota State Fair Grounds 
2- 7—Scranton, Pa. Automol.ie Show. 
2- 7—St. Leuis. Automobile Show 
3—Minneapolis. Auto Trade Associa- 
tion conven'‘ion. 
7-14—Les Angeles. Automobile Salon. 
7-14—Kansas City. Automobile Show. 
9-14—St. Petersburg, Fla. Automobile | 
Show at Winter Garden 
9-14—Duluth, Minn. Twin Ports Automo- 
bile Show, held by Duluth and Su- 
perior, Wis., dealers. 
9-14—Denver, Cole, Automobile Show. 
Ii. American Society otf 
Mechanical Engineers’ fue] meet- 


Jan. 


ing 
14-19—Indianapolis. Automobile Show at 
State Fairground. 
16-20—San Francisco. Society for Steel 
Treating National Western Meta! 
and Macninery Exposition. | 
21-28—San Francisco. Automobile Salon. 
21-28—Quebec, Canada. Automobile Show 
22-March 1.—Les Angeles. Pacific Coast 
Transportation. Exposition at 
Shreve Civic Auditorium. 
23-28—Des Moines, Ia. Automobile Show 


at Coliseum. 
24-26—Columbus, 0. Ohio Petroleum 
Marketers’ Association meeting. 
24-March 1—Seattle, Wash. Automobilc 
Show at Civic Auditorium. 
5-Mareh 2.—Camden, N. J. Automobile 
Show. 
MARCH 
6-15—Geneva, Switzerland. Eighth Swiss 
International Automobile Show. 
7-14—Brooklyn. N. ¥. Automobile Show. | 
9-14—Wichita, Kan, Automobile Show at | 
Forum. 
11-13—Detroit, Mieh. Michigan Oil Men's 
Association meeting. 
16-22—Los Angeles, Cal. 
Oil Equipment 


Second Annual! | 
and Engineering ' 
Exposition. 
19-21—San Antonio, Tex. 
meeting, American Association of | 
Petroleum Geologists. 

30-April 3—Indianapolis, Ind. Eighty-first 
meeting, American Chemica! Society. ! 


Sixteenth annual | 


terial assistance to the associate 
dealer with wholesale and terri- 
torial representative staffs reduced 
sharply and in places eliminated 
entirely, leaving the smaller dealer 
to solve his own problems or to fall 
back upon factory aid which was 
available in greater measure than 
at any previous period in history. 


| tories 
| bringing 


;total to more than half 


effort was apparent on the part of 
the distributor and factory branches 
to co-operate with dealers in sup- 
plying as many cars as were needed 
but only as needed and only such 
models as were desirable. 

Switching of stocks from one 
point to another to facilitate new 
car movement has been a common 


|practice here during recent years 
|with every evidence of its contin- 


uance and satisfactory utility. 

A great deal of progress in the 
trucking-in of new cars from fac- 
was registered during the 
year, particularly noteworthy among 
the converts to this method of 
in cars belng Ford and 
Chevrolet. Others hauling their 
stocks probably would not push the 
a dozen, 
There was an appreciable forward 


| : : : 
| stride made in the number of units 


transported in this manner, how- 


lever, as Ford and Chevrolet sales in 


this territory comprised more than 
half of all deliveries. 

None of the local distributors 
has established trucking facilities 
to the dealer organization, although 
many of the dealers take cars di- 
rect from the factory rather than 
from the distributor. 

Advocates of the actual driving 
method employ reliable drivers or 


}crew operators, usually with a drive 


for each cay. In some cases the 
practice of towing is still in force, 
but a decided advantage is claimed 
for the driven delivery. Where 
towing is done, the car being towed 
is sometimes exchanged with the 
car doing the towing at the half- 


| branches appeared to have a de- 


| ness, 


| 

During the past several months many manufacturers 
| been making a close study of their equipment needs with an 
| eye to reduction in costs, and have willingly received advice 


| plans. 


way point, thus giving actual work 
to both machines. In this way 
drivers are able to report dis- 
crepancies in the operation of each 
car when delivered at its destina- 
tion affording service operatives an 
opportunity for a check on the car 
| which otherwise would not be avail- 
able until the customer returned 
| his purchase for service. 
cided advantage from the stand- | Among those preferring to bring 
point of receiving factory assistance | cars from factories under their own 
and such concerns as Chevrolet,| power are Oldsmobile, Hupmobile, 
Buick and Ford never ceased to| Studebaker, Chrysler, Dodge, De 
keep a watchful eye over each re- | Soto, Hudson-Essex, Auburn, Cadil- 
tailer and offer much valuable ad- | lac and Packard. 
| vice and help on matters pertaining | Few changes in operating policies 
to the profitable operation of busi-| were in prospect for the ensuing 
particularly service depart- | year, problems of the present usual- 
|ly presenting sufficient food for 
the only means of sustenance. |thought to keep the average oper- 
In the distribution of* new cars,|ator occupied for the present, at 
there was a constant note of amity | least, and, while much was heard 
between dealer and distributor just| of a generally unsatisfactory credit 
as exisited between the distributor | condition in dealer circles, no ap- 
and the factory, with the former | parent interruption to business was 
practice of crowding cars across | noticeable, and there was a general 
when neither needed or desired be- | attitude of hopeful expectancy 
ing practically unheard of. Every toward the coming months of 1931. 


There were, of course, exceptions 
to this practice, although dealer 
meetings at distributor headquarters | 
were few and far between, but the | 
feeling seemed to prevail that dis- | 
tributors themselves had _ troubles | 
equal to or in excess of those of the 
sub-operators. 

Dealerships working under factory 


ments which, as often as not, were | 


Contemporary Comment 


\V/7ITH machine tool business almost at a standstill over 

the holiday period, the attention of the trade is cen- 

tered on 1931 prospects, which are found to be fairly encour- 

aging, providing the recovery from the depression is not 
much longer delayed. 

Machine tool trade commonly does not begin to develop: 

substantial gains until the businesses upon which it depends 


for its orders have experienced a fair degree of improvement. 


If, as is predicted in many quarters, January should bring @ 
measurable gain in important manufacturing lines, the ma¢ 


| chine tool industry may expect that its trend will be markedly 
| upward by April at the latest. 
| gain in orders is expected, beginning next month. 


During the interim, a Neal 


There is a considerable amount of prospective business. 
have 


from service departments of the machine too] companies. In 
2 good many instances prospective purchasers are believed to 
have virtually decided on the machines they will want, and 
they are now awaiting the pick-up in their own business that 
will give them the stimulus to go ahead with their tentative 


Estimates of some machine tool companies are that 1931 


| will be a better year than 1930, notwithstanding that the first 
| half of this year was fairly good, including, as it did, a large 


carryover of shipments from 1929. 

The opinion prevails, however, that the trend of 1930 
may be reversed in the coming year and that the last half 
probably will be much better than the first half—Iron Age. 
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We want you to be 
COLD-BLOODED 


in passing judgement on this new standard of excellence 


‘Te 1s the hour 
.. . before the dawn 


IN A SHORT SPAN OF DAYS, American motorists will witness the world 
premiere of the DeVaux 6-75...in Chicago at the National Automobile Show. 


Your opinion of the DeVaux 6-75 is eagerly sought. We know you will judge 
it in the cold-blooded, business light of ““Why does it mean anything to me?” 


And that is just the attitude we want you to bring. We want you to be severely 
critical, for we are certain that you will see vast sales possibilities in this new, 


exceptional motor car. 


When you come to Chicago January 24th to 31st, bear in mind this vital fact: 
.... . THE DEVAUX 6-75 is the medium through 
which two practical and successful men are translating 
a vast fund of advanced tdeas developed through decades 
of distinguished service to the great Automotive Industry. 


Norman deVaux and Colonel Elbert J. Hall Jo TO SO MILES AN HOUR 


cordially invite you to discuss in person the 
complete details of the DeVaux Franchise ... at 
the Auditorium Hotel, Chicago. 


First Public Showing will be at the Auditorium Hotel, Chicago, 
JANUARY 24-31, 1931 


And this week during the Philadelphia show DeVaux-Hall representatives will be 
pleased to discuss franchise details at the Benjamin Franklin Hotel. 


CONFIDENTIAL INQUIRY...Forthose {| —————— — ee 
Sales Department, DE VAUX-HALL MOTORS CORP. 
Grand Rapids, Michigan 


Sir: Kindly forward me complete intormation on the De Vaux Franchise. 


who will not visit New York or Chicago Shows 


Name ____ 
Address _ 


Now handling —__ 








DEALER SERVICE 
IDEAS REJECTED 
BY DISTRIBUTORS 


(Continued from Page 2) 


the leadership of a _ distributor's 
representative. 

Townsend Motor Company, 
Franklin, worked during 1930 
toward having its dealers give better 
and more service to their customers. 
The distributor's service manager 
goes out into the territory very fre- 
quently to call on the dealers— 
sometimes as often as three times 
in a four-week period—and, in ad- 
dition. invites the dealers to bring 
in to the distributor service station 
the “tough jobs” for explanation 
and demonstration by his own ser- 
vice manager. The best results are 
said to be obtained in the latter 
way. 

Only a few cars are shifted from 
one dealer to another to sell and 
these are chiefly older models that 
had not been paid for by the first 
dealer. The driveaway is used to 
some extent by dealers, but the bulk 
of the new cars are shipped by rail. 
One dealer was added in 1930 to the 
organization. Good dealers, it was | 
explained, have been hard to find. 

The Washbourn Motor Company, 
Arnold Brothers, Gardner cars, 
build up dealers’ service departments 
by holding service meetings in its 
own quarters every two or three 
months and by sending their service 
manager through the dealership 
territory three or four times a year. 
The house has added two or three 
dealers in the past year and is in- 
clined to bend its efforts toward_the | 
special development of the more} 
productive type. Exchanging cars 
among dealers to get a rapid turn- 
over is not much indulged in, but | 


BAPOR  STEUENATIONS 


MAKE 
AND 
MODEL 


Auburn 
Auburn 
-9 


Auburn 
Austin 
Buick 8-50 
Buick 8-60 
Buick 8-80 
Buick 8-90 


Cadillac 


Cadillac V 12 


Cadillac V-1 
Chevrolet 
Chrysler 6 
Chrysler 8 


Chrysler Imp. 8 
(Fr. Wh. D.) | 4530 | 


Cord 
De Soto Six 
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any" 





| 
-125 | 3908 | 


| 3170 


| 4340 | 


v-8 | 
| 5480 | 


6 | 


| 


De Soto Eight 


De Vaux 6 
Dodge Six 
Dodge Eight 
Durant 610 
Durant 612 
Durant 614 


Essex Super 
Ford A 


Franklin Trans. 
| Franklin De Luxe | 4220 | 


136 
148 
158 
Std 
Spl 


Gardner 
Gardner 
Gardner 
Graham 
Graham 
Graham 
Graham 


| 2780 | 
| 2765 | 


Six 


| 2375 | 


| 3500 | 
| 


. 6 
. 6 


Spl. 8 
Cust. 8 
Hudson Greater 8 | 3200 | 
Hupmobile Cen. 6 | 2900 | 
| Hupmobile Cen. 8 | 3175 | 


Hupmobile C | 


Hupmobile H & U} 


for stabilization, where one dealer | Jordan St. Line 80) 3490 | 
fails to sell certain models within a | Jordan G Ninety 8| 3700 | 


reasonable time, he is given other/ pa salle y-8 


models that he is likely to sell | 
quickly. This concern uses 
driveaways. 


Coming Shows 


MILWAUKEE, WIS. | 


Lincoln 


Marmon 88 
Marmon 16 


Nash Six-60 


oO 
| Marmon Eight 70 


| 2800 | 


Nash Eight-70 
Nash Eight-80 


Nash Eight-90 


Milwaukee, Wis., Jan. 12.— Over | Oakland v-8 | 


250 passenger models will be ex- 


hibited at the twenty-third annual | Packard 826-833 
| Packard 840-845 

| Peerless St. 8 
Peerless Master 8 
| Peerless De L. 
Peerless Custom 8 | 4766 | 


Milwaukee Automobile Show, to be 
held in the Auditorium here Janu- 
ary 10 to 17, it was announced fol- 
lowing a meeting at the Milwaukee 
Athletic Club. Trucks as well as 
passenger cars will be on display. 


NIAGARA FALLS, N. Y. 
Niagara Falls, N. Y., Jan. 12.—The 
Niagara Falls Motor Trades Asso- 
ciation will hold its annual Auto- 
mobile Show January 19 to 24, in- 
clusive, in the state Armory here. 
Harry W. Kellogg, president of 
the association, is to be chairman 
of the show committee. Twenty 
dealers will participate. 


HARRISBURG, PA. 

Harrisburgh, Pa., Jan. 12. — The 
twenty-first annual show to be held 
under the direction of the Harris- 
burg Automotive Trade Association 
will take place January 28 to 31, in- 
clusive. It will be held in the New 
Zembe Temple 


CLARK AUTOMOBILE Co. 
FORMED AT COLUMBUS, O. 
Columbus, O., Jan. 12 (UTPS). 
After having served for eight years 
as sales manager of the Noyer 
Oldsmobile Company, Robert H. 
Clark has organized the Clark} 
Automobile Company and has 
opened a distributorship for the | 
Oldsmobile line at 1174 East Main 
St. He will also operate a service 
station of which B. C. Liggett is | 
service manager 


H. E. FROST, INC., FORMED 
AT TAMPA, FLORIDA | 


| 
| 
| 


Tampa, Fla., Jan. 12.—H. E. Frost, | 
Inc., has been granted a charter | 
_ here to deal in new and second- 
hand automobiles and accessories. | 
The capital stock of $10,000 has a/| 
par value of $100. H. E. Frost is | 
president, A. M. Frost vice-president | 
and D. N. Brown secretary-treas- 
urer. 

@LASSIFIED ADVERTISEMENTS 

IN THE AUTOMOTIVE DAILY 

NEWS BRING RESULTS 


Oldsmobile 


Pierce-Arrow 43 


Plymouth 
Pontiac 


Reo Royale 
Reo Flying Cloud 
Reo Flying Cloud 


| Pierce-Arrow 41-42 | 4831 


' 


Studebaker Six 


Studebaker Dict. 8! 3155 | 
Studebaker Com. 8 3525 | 
| Studebak’r Pres. 80) 4230 | 
| Studebak’r Pres. 90/*4360 | 
Stutz LA 
| Stutz MA 


| 4000 | 


| 
| 3642 | 
| 


| Stutz MB 


Willys 6 97 


-98-D 


Willys 8 80-D 


eight— | 
5-P. Sedan ' 


Ww 
Wheel Base 


3255 | 120 
3510 | 125 
| aad 127 
130 
15 


114 
118 
124 
132 
134 
140-143 
148 
109 


$1130 | 


3795 
| 4255 


6100 | 
2500 | 
2695 | 
3365 | 
4725 | 


*186, 
*211 
137! 
*169 
*177 
112 
*176, 
118 
112 
112 
|*17214-112 
113 


2705 | 
2965 | 
2668 | 
3043 


| 2950 
2805 | 
125-132 
132 
122 
125 
130 
115 
115 
120 
134 


119-126 
114 

118 
3725 | 121 
** | 125-137 
120 
125-131 


134 
145 


*180 
130-136 
145 


114 
116 
121 
124-133 


117 


| 3930 | 


3330 | 
3890 | 
— | 
ame | 
=) 


5300 | 
| 3103 | 
| 4363 | 


| 3000 | 
| 3360 | 


3205 | 


| 4479 | 12714-13414] 


4955 | 14012-145 
118 

125 

125 

138 
134-137 
142-147 
*167 
112 


135 
130 
125 
114 
114 
136 
130 
136 
127! 


4521-| 


4304 


2595 | 
2745 

‘4650 | 
4375 | 
3950 | 


4320 | 
4918 | 134! 
4863 | 145 


. 110-113 
3303 121 


*1757s 


10314 Own 


| Valve 


Piston 


| OU 


Willys-Knt. 66-D 


KEY 


dard 2-passe 


model H weighs 
*“Reo Royalle, 


3,950 pounds 
The 98-D we 


turers refuse 


Engine Make—Con 


com:ng 


| Fan Belt Type 


r 
Dole, Dole Va 
Pines Winter 


zontal; O, 
LV V-type L 
*A'r cooled 
burn 

invar struts; 


cast iron; 
poration 


Han, Handy; 


Gascolator; 
Tillotson. 


Zenith; Mar, 


Purifier—Pur, 


nger co 
3955 
125-in 

Willys 
ighs 


to give 
Co 
-V, V-t 


lve Co 


front; V 


Arrangement—L, 
overhead; 


head 


7-pass 


3582 | 121 


TO ABBREVIATIONS 
Weight—*Studebaker 
Elear 140 4,375 pounds 


sedan *On 
$Austin Stan- 
upe 
and model U 4225 
W. B., weighs 
weight 


ch. 
6-97 


2,791 
| Wheel Base—*Over all length of chassis | 
instead of wheel base 


which manufac- 


ntinental; Lye, Ly- 


ype; FP. flat 


hermostat—Bish-Bab, Bishop & Babcock: 


Chicago, [1.; Pines, 
ar, various makes, 
L head; H, 
K, sleeve 


*Thermo syphon water cir- 


Material—* Alum, 
aluminum alloy; 
S St, semi-steel 


Alum, 


Purolator; 


| Compression Ratio—*Optionail on the Au- 


with 
cl, 


aluminum 


Wal, Wall; 


AC, AC Spark Plug Com- 
pany; Ste, Stewart-Warner; Ski, Skinner. 


Ste, 


Carburetor—Sch. Wheeler Schebler; 


Marv:1; 


Fuel Cleaner—AC, AC Spark Plug Co.; Gas, 
Stewart-Warner; 


Til, 


Zen, 
Car, Carter; Str, 


**Hupmobile | 


2,682 


hori- | 
valve; | 


Engine 
Fan Belt 
Thermo- 
stat Used 
Valve Ar- 
rangement 
nders 


Make 


| Cyli 
|_|] 


<<| 


| Lye 
| Lye 
Lyc 
} Lye | V | Dole 
| Own | F | — 
| Own 
| Own 
| Own 
| Own 
| Own | 
| Own | 
| 


Cet et et et 


Bish-Bab | 
Bish-Bab | 

| Yes 

| Own 

| Yes 

| Yes 

| Yes 

| Yes 

| Yes 


| Yes 
| Yes 
Yes 
| Yes 
| Yes 
| Bish-Bab | 
Con | Bish-Bab | 
Con |! | Bish-Bab | 
| Own | V | 
iv | 
| Own | 
| Own | 
| Lye | 
| Lye | 
| Lye | 
Own 
Own 
Own 
Own 
} Own | V | — 
f Own | V | Yes 
| Own | V | Pines 
| Own |-V | Pines 
| Own | V | Pines 


| Con | V | Pines 
| Con | V | Pines 


Own | V | Yes 
| Own | V | 
| Own | V 
|! Own | V 
| Own | V | 
Y%! Own | V 
%| Own | V 
| Own , 
| Own | 


| Own | 
Own 


Own | 
14] Own | 

| Own | 

| Own | 

Own | 
| Own 
Own 
Own , 
Own | 
Own |} 


CoCo CO OO PO MO | 


0000 


e 


Own 
Own ! 
Own 
Own | 
Own 
Lyc 
Own 
Own | 
Con 
Own | 
Own | 
Con 


CARRD@ 


\| 
| 8 


V 


a 


3 
16 


PO rr oe ino OOO 


+ 
6 


3 


= 


cr 


Bish-Bab |* | 
Bish-Bab | 


|. 
| 
| 


| Bish-Bab 

| Bish-Bab 

| Bish-Bab | 
| Bish-Bab 

| Yes 

| Yes 

Pese 

| Var 


| Own | | Pines 
| Own | V | Pines 
| Own | V | Pines 


Own | Dole 

| Own | Dole 
Own | Dole 

| Own | Dole 

| Own | Dole 

4] Own | | Bish-Bab 

5} Own | | Bish-Bab 

| Own | — | Bish-Bab | 
Own | V | Var 
Own | V | Var 
Own ! V | Var 


Vv 
Vv 
Vv 
Vv 
Vv 
Vv 
Vv 
V 
Vv 
Vv 
Vv 
Vv 
Vv 
Vv 
Vv 


WALCO RPHOOMOAIADHOINABDHO OME mrEainnalaoaonn 


| 
| 
| 
| 
| 
| 


| 


* 


34x41% | 353 
1gx4 


} 3456X3% 
31/4x43, 

| 3¥gx4), 

| 344x5 

| 8 | 3%4x4'5 | 298.6 | 
314 x4) 
276x4"4 

32 x4 
| 344x4% 


| 374x4%4 
| 3%4x4 

| 34x4 

| 2%x4'% | 175.3 | 
| 37gx4%4 
314x434 | 274 | 
314x434 | 274 | 


36x43 | 353 


$3x4% | 211.2 | 
%4x434 | 315.2 | 
Vax4 
44x4% | 201.3 | 
7x43 | 227.2 | 


1 


%4x4% | 298.6 | 


3% x42 
14x44 | 366 
¥2X5 
54ex4% | 196 | 


| 


| 
| 
} 
| 


Piston Disp. 
and Peak 
YP. 


Compres. 
Brake, H. P. 


sion Ratio 


te 
703400 
95 @3300 
9849 3400 
| 125@3600 
78 | 13@3000 
| 26.45 | 77@3200 
02 | 90@3000 
12 | 104@2800 
45 12 | 104@2800 


5.35 | 36.45 | 95@3000 
5.5 | 46.9 | 135@3400 
5.50 | 57.5 | 165@3400 
5.01 | 263 | 50@2600 
5.20 | 25.35 | 70@3200 
5.30 | 31.25 | 88@3400 
5.01 | 39.2 | 125@3200 
5.25 | 33.8 | 125@3600 
5.20 | 25.35 | 67@3200 
5.40 | 26.45 | 77103400 
— | 2734 | 65@3400 
5.20 | 25.35 | 68@3200 
5.40 | 28.80 | 84@3400 
48 | 24 ‘-| 50@2800 
5.32 | 25.4 | 58@3100 
5.32 | 25.4 | 58@3100 


5.80 | 19.8 | 60@3300 


4.22 | 24.03 | 39@2200 
5.30 | 29.4 | 100@3100 
5.30 | 29.4 | 10003100 


5.15 | 26.5 | 70@3500 
5.15 | 265 | 100@3300 
5.25 | 33.8 | 126@3300 
5.49 | 25.35 | 7673400 
5.49 | 25.35 767 3400 
5.50 | 31.25 | 8503400 
5.20 | 33.80 | 100403400 


5.80 | 26.4 | 87@3600 
5.10 | 25.35 | 70@3200 
5.20 | 26.45 | 90@3200 
5.20 | 28.8 | 100@3200 
5.20 | 39.2 | 133@3400 


x4% | 246.7 | 5.10 | 265 | 80@3000 
x454 | 268.6 | 5.10 | 289 | 85@3200 


| 5.35 | 36.45 | 95@3000 
| 4.95 | 39.2 | 120@2900 


5.50 | 25.4 | 84@3400 
5.50 | 33.8 | 125@3400 
| 490.8 | 60.0 | 62.5 | 200@3400 


5.00 | 23.4 | 60@2800 
5.00 | 264 | 75@3200 
5.25 | 28.8 | 85@3200 
5.25 | 33.8 | 115@3600 

| 

| 

| 

| 


| Bore and 
Stroke 


ee ee | 


co moo | Tax H. P, 


Oo to 
Or 
wee 
Aan 
NN, 
one 


to 


30. 

| 344.8 | 35. 

| 344.8 | 35. 
| 

| 368 | 

| 452.0 | 
194.0 

217.8 | 

260.8 | 

| 384.8 | 


x4 


205.3 | 
220.7 
211.5 
240.3 
200 | 
{199 | 
} 199 | 


x44 


200.5 


246.6 | 
| 246.6 | 
| 298.6 | 

224 

224 =| 
| 245 | 

298 | 


| 211.6 | 
| 240.2 | 
268.6 | 

| 


| 384 


x4%, | 240 | 


5.00 | 37.8 | 85@3000 
5.06 | 244 | 65@3350 


| 32.5 | 100@3200 
| 39.2 | 120@3200 
5.00 | 26.45 | 90@3200 
5.00 | 36.45 | 12003200 
5.00 | 36.45 | 120@3200 
5.00 | 36.45 | 125@3200 
| 5.07 | 39.2 | 125@3000 
5.07 | 39.2 | 132@3000 
4.60 | 21.03 | 48@2800 
4.90 | 26.3 | 60@3000 


5.30 | 36.48 | 125@3300 
5.30 | 36.48 | 125@3300 
5.30 | 27.34 | 8003200 
5.20 | 25.4 | 70@3200 
5.10 | 30.0 | 81@3200 
5.20 | 30.0 | 101@3200 
5.10 | 39.2 | 122@3200 
5.10 | 39.2 | 122@3200 
5.10 | 27.3 | 85@3150 
5.10 | 36.4 | 113@3300 
5.10 | 36.4 | 113@3300 


251.0 | 
197.5 | 


320.0 | 
384.8 | 
| 246.0 | 
| 322 | 
322 | 
322 =| 


| 385 


| 200.0 | 


358 SO 
| 358 | 
| 268 | 

205.3 | 
| 221.0 | 

250.4 | 

337 | 

337 | 

4 | 241.5 
| 322 
| 322 


MECHANICAL DETAILS 


| 


|*Alum 

|*Alum 
|*Alum 

|*Alum 

| Alum 
CI 
CI 
CI 
CI 

| CI 

| CI 


Make 
Oil Purifier 
Fuel Clean’r, 


or Material 


Pist. 
wooatn | oo | No.Main Br, | 


| Own None 

| Car AC 

Str Yes 

Yes| Str Yes 
Yes | Str Yes 
AC | Sch — 


Yes | Own Un 
Yes |Own Yes 
Yes — Yes 
No | Car Yes 
No | Str Un 
AC | Til Til 
AC | Str AC 
AC | Str AC 


Ste | Mar AC 


— | Zen 
AC | Str 
AC | Str 


Gas | Sch 
Gas | Sch 
Gas | Sch 
AC | DL 
AC | DL 
AC | DL 
AC ! DL 
| Ste | Mar 
| Pur Ste! Str 
| Pur Ste | Str 
| Pur Ste | Str 
Pur’ Ste | Str 


te AC | Str 
te Ste | Str 
Gas | Own 
Ste | Str 


AC | Sch 
AC | Sch 
Yes | — 


AC | Car 
AC | Car 
AC | Mar 
AC | Str 


| SSt AC | Mar 
| CI AC | Str 
| — | Own 
|*Alum — | Own 
|*Alum AC | Sch 
|*Alum AC | Sch 
*Alum AC | Sch 
\*Alum AC | Sch 
*Alum Ste | Str 
*Alum Ste | Str 
|*Alum Yes | Car a 
| SSt AC | Mar Yes 


| Alum AC|Sch Own 
| Alum AC | Sch Own 
| Alum No! Sch Un 


| CI Ste | Str No 
Alum Ste | Str AM 
| Alum Ste | Str AM 
Ste | Str AM 
— | Str AM 
AC | Zen AM 
AC | Zen AM 
AC | Zen AM 


*Alum 
*Alum 
*Alum 

/*Alum 


| 
*Alum | 
*Alum | 
Alum 
|*Alum | 
\*Alum | 
| Alum | 
*Alum 
|*Alum 


| 
| Alum | 
| 
| 


B21 | | 


PPrruz 
QaAQES 


>i | | Buulpp| 


AC 
AC 


AM 
AM 
Yes 
Yes 
Yes 
Yes 


AC 
Yes 
Yes 
Yes 
AM 


AC 
AM 


| Alum 
*Alum 
*Alum 


'*Alum 
|*Alum 
'*Alum 
*Alum 
‘Alum 
*Alum 
*Alum 


| Alum 
| Alum 
| Alum 
| CI 
| Alum 
|*Alum 
}*Alum 
| CI 
| Alum 
| Alu 
| Alu 
Alu 
|*Alu 
|*Alum 
|*Alum 
|*Alum 


QQ 


cece 
SH 


Q 


— 


Un 


AC 
AC 
Yes 


AC 
AC 
AC 
AC 
AC 
AC 


= 
— 


2 QQ 


m 
m 
m 
m 


>>P> pli > Pid 
aaaAa . | 


> | 


AC 
AC 
AC 
AC 
Un 
Han 


9 | Han 
}31— 

| 3 | — 
9 | Han 
| Han 
Han 
| Pur 
Pur 
Han 
Han 
| Han 
| Wal 
| Wal 
Wal 


}*Alum 

\*Alum | 
*Alum | 
‘Alum | 


| 314 x37% 
| 314x4 


5.26 | 25.3 
5.26 | 31.25 | 


193 | 
245.4 | 


65 @ 3400 
80 3200 


CI 
CI 


9 
7 

| 4 
9 

| 9 
|*Alum | 9 | 
| 9 
7 
9 
9 
4 


No 


5 | No 


AC | Til 
AC | Til 


Til 
Til 


| 6 | 3%x4% ! 255 | 5.50 | 27.3 | 87@3200 |*Alum | 7 | Ski 





DL, Detroit Lubricator: 
Til. Tillotson 
AC Spark Plug 


Han, Handy 


Stromberg; 

John, Johnson; 
| Air Cleaner—-AC, 
| pany, AM, Air Maze; 
| United, Till, Tillotson 
| Frent End Drive—Link, Link Belt; Tex, 
| Texolite; Cel, Celeron; Ram, Ramsey; 
Whit, Whitney Chain; Diam, Diamond 
Chain; Morse, Morse Chain Company: 
Var, various makes of chains; Var-G 
| various makes of gears, 

| Ignition, Generator and Starter—Aut-L, 

Auto-Lite; Del-R, Delco-Remy; N. E.. 

North Fast; Dyn, Dyneto. *Nash—Indi- 

cat2s tvin ignition 

“Bendix starter used. 

| Clutech—Borg, Borg & Beck: Br-L, Brown- 

| Lipe; Rock, Reckford Machine; Long, 
Long Clutch Company. 

Gearset—War G., Warner Gear Company; 
Detr, Detreit Gear; Mun, Muncie Gear; 
WC, Warner Corporation. 

*Three or four speed gear sets as shown 
are available for either model. 

Universals—Un P, Detroit Universal Prod- 
ucts Company; Spic, Spicer Manufactur- 
ing Corporation; MM, Mechanics Uni- 

| versal Jomt Company, Rockford, I1.; 
Cle, Cleveland. 

Rear Axle—Co]. Columbia: 
Cla, Clark Equipment 
Timken 

Ratio—Optional on the Auburn, *On Pierce 
Arrow 43, 137 in. W. B. rear axle ratio 
is 4.42. On Mode) 41 rear axle ratio is 
4.42. On Model 42 ratio is 4,23, 

Steering Gear—Gem. Gemmer; Ross, Ross 
Gear and Tool Company: Sag, Saginaw; 
Say-B, Saylor-Beall Manufacturing Com- 


Com- 
Un, 


Sal. 
Company; 


Salisbury: 
Tim, 





| Spring 





Mich.; War, Warner 


pany. Detroit, | 
M, mechanical; SD, 


Brakes—H, hydraulic; 
steeldraulic; Bendix, Bendix Brake Cor- 
Rear Springs—S, semi-elliptic; El), ful! | 
elliptic; Cant, semi-cantilever; S-Tr, | 
semi-transverce. Rear spring length on | 
6-98D is 51 in. 
Shackles—Tryon, Willys-Morrow | 

Rub B, Rubber Shock Insul- } 
Paf, Fafnir Bearing 
Company; O-N. O-N_ Spring Shackle 
Company; Belf Belfley Corporation. 
ERS, Eaton Rubber Bushings. 
Chassis Lubricater—Alem, Alemite; 
Alemite Zerk: Alem A, Alemite auto-| 
matic; Bijur, Bijur Lubricating» Corp.; | 
Bijur A, Bijur automatic centralized; | 
Cen, Central magazine; Far, Farval. 


Willys, 


Company; 


lator Company; | 


Al-Z 


SOLON GRUNDY CO. DEC. 
SALES INCREASE 15% | 
Seattle, Wash., Jan. 12.—Business | 
during December, 1930, was 15 per| 
cent. ahead of the corresponding | 
month of 1929 for Solon Grinding | 
Company, according to Lorin Solon, | 
manager. The increase was prin- 
cipally in connecting rods. Since the 
first of the year, repair shops are 
being rushed with work, Mr. Solon 
reports, and this has further re- 
sulted in sales gains. 


Til 


Til | Til 


FORD MOTOR CO. LOSES 
$30,000 N. J. VERDICT 
Jersey City, N. J., Jan. 12.—Judge 
Charles M. Egan and a jury ren- 
dered a verdict against the Ford 
Motor Company for failing to fulfill 
a contract with L. Albert & Son of 
Trenton, to deliver used rubber 
manufacturing machinery. The ver- 
dict was for $30,000. 


CARL RAY TO DISTRIBUTE 
IN PANHANDLE DISTRICT 
Amarallio, Tex., Jan. 12.——Carl 
Ray, Cadillac-LaSalle dealer in this 
city for a number of years, has been 
appointed distributor for these cars 
in the Panhandle district of Texas 
and Oklahoma. Jimmy Lamberth, 
associated with Mr. Ray, will have 
charge of the new territory. 


DALE AUTOMOBILE CoO. 
TO DISTRIBUTE PEERLESS 
Minneapolis, Minn. Jan. 12 
(UTPS).—The Dale Automobile 
Company, Inc., 723 3d Ave., South, 
has been named to distribute Peer- 

less cars in the Northwest. 








TA 


| 





SE 


Make and Model 


Link 
Link 
| Whit 


Auburn 8-95 
Aaburn 8-98 


Gear 


| Tex 
Tex 
Tex 
Tex 


Austin 


Buick 8-50 

Buick 8-60 

Buick 8-80 

Buick 8-90 
Cadillac V-8 
Cadillac V 12 
Cadillac V-16 
Chevrolet 

Chrysler 6 
Chrysler 8 
Chrysler Imperial 8 
Cord (Fr. Wh. Dr.) 


De Soto Six 
De Soto Eight 
De Vaux 6 
Dodge Six 
Dodge Eight 
Durant 610 
Durant 612 
Durant 614 


Essex Super Six 


Ford A 
Franklin Trans. 
Franklin De Luxe 


136 
148 
158 
Std. 6 
Spl. 6 


| Var 

Var 

§ Chain 
Morse 
Morse 
Morse 


Morse 


Gardner 
Gardner 
Gardner 
Graham 
Graham 
Graham Spl. 8 
Graham Cust. 8 


Hudson Greater 8 
Hupmobile Cen 6 
Hupmobile Cen 8 
Hupmobile C 
Hupmobile H and U 


Jordan St. Line 80 
Jordan G. Ninety 8 


La Salle V-8 
Lincoln 


Marmon Eight-70 
Marmon 88 
Marmon 16 


Nash Six-60 

Nash Eight-70 
Nash Eight-80 
Nash Eight-90 


Oakland V-8 
Oldsmobile 


Packard 826-833 
Packard 840-845 
Peerless St. 8 
Feerless Master 8 
Peerless De L. 
Peerless Custom 8 
Pierce-Arrow 43 
Pierce-Arrow 41-42 
I mouth 

Pcrtiae 

Reo Royale 

Reo Flying Cloud 
Reo Flying Cloud 


Studebaker Six 
Studebaker Dict. 8 
Studebaker Com. 8 
Studebaker Pres. 80 
Studebaker Pres. 90 
Stutz LA 

Stutz MA 

Stutz MB | 


Willys 6-97-98 D 
Willys 8-80 D 
Willys-Knight 66 D 


| Link 
| Link 


| Morse 
Whit 
Var G 
Var G 

| Var G 


] — 

| Chain 
| Link 

| Link 


STATES PUSH HIGHWAY 
CONSTRUCTION PROGRAMS 
WITH FEDERAL AID FUNDS 


Washington, Jan, 12.—State high- | 


way departments are rapidly avail- 
ing themselves of the emergency 
appropriation of December 20, pro- 
viding $80,000,000 for use by the 
States in matching regular Federal 
aid funds, the Bureau of Public 
Roads of the U. S. Department of 
Agriculture reports. 

The eleven district offices of the 
bureau are now busily engaged in 
examining proposals for road con- 
struction which will involve the use 
of these funds. Projects recom- 
mended for approval are alroady 
reaching 
bureau in Washington. 

The first of these proposals came 
from Delaware one week after the 
emergency legislation was enacted. 
Construction programs have also 
been proposed by Florida, Maryland 
and Connecticut. It is anticipated 


Ignition 
System 


‘Del-R- 
Del-R 
Del-R |*Del-R 


Auburn 8-125 | Link Del-R |"Del-R Long | Detr 3 Un P |} Col. 


Aut-L 
Del-R | Del-R 
Del-R 
Del-R 
Del-R 


Del-R | 
Del-R 
Del-R 
/el-R 
Aut-L | 
Aut-L 
Aut-L 


Del-R 
Del-R 
Del-R 
Aut-L 
Aut-L 
*Aut-L 


Aut-L 


Aut-L 
Aut-L |*Aut-L 


the headquarters of the| 
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Gear Set 
Speeds 
Universals 


| 


‘Long | War-G 3 Un P 
Long | War-G 3 Un P 
Long | Detr 3 Un P 


| Gen. and 


2 | Starter 
and 


Py 


Rock | War-G 3 


Own Mun3 
Own | Own 3 
Own | Own 3 
Own | Own 3 
Own | Own 3 
Own | Own 3 
Own | Own 3 
Own | Own 3 
Own | Own 3 
| Own 4 
| Own 4 


*Aut-L 
Own 
Del-R 
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Own 
Own 


Un P 


Long 

| Own3 —— 

| Own 3 
Own 3 
Own 3 
Own 3 
Wwc3 
WcC3 
Wwc3 


Un P 
Un P 
Spic 
Spic 
Spic 


War-G 4 
Own 4 
War-G 3 
| —— 3 
— 4 
— 4 
— 4 


Own 3 

Detr 3 

| Detr 3 

Detr 3 

Detr 3 
War-G 3 
War-G 3 
Own 3 Spic 
Long | Own Spic 
Rock | War-G 3 Spic 
Rock | War-G 4 Spic 
—— | Own 3 Spic 


Spic 
MM 
Un P 


Cle 
Cle 


Aut-L 


*Del-R 
*Del-R 


*Aut-L 
*Aut-L 
*Aut-L 


Un P 
Un P 
Un P 
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Own 3 
| Own 3 
| Own 3 

Detr 4 

Detr 4 
| Detr 4 
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Own 3 
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Un P 
MM 
MM 
Spic 
Spic 
Spic 


Borg 
Long 
Long 
Borg 
Borg 
Rock 


\*Aut-L 
/*Aut-L 


| that within the next few days many | 


, proposals will be pouring into the 
| Washington office of the bureau 

; | 
| BOSSERT CORP. PLANS 

| WORKING FORCE INCREASE | 
Utica, N. Y., Jan. 12.—The Bossert | 


| Corporation, manufacturer of steel | 
products, now employing 350 men, | 
will increase the working force 16 | 
|per cent. over the December figure | 
by February 1. Business conditions | 
at the Ymanufacturing plant are | 
showing a slight improvement and 
plant officials believe further im- | 
provement will be reached this} 
| month. 
CARSON-McGUIRE FORMED 
TO SELL WILLYS-OVERLAND | 
Ottumwa, Ia., Jan. 12.—The Car- 
son - McGuire Motor Company, 
| Willys-Overland dealer, has opened 
sales and service quarters at 412 
East Main St., in the former loca- 
tion of the Simmons Motor Com- 


pany. 





Own | Own 3 


Detr3 UnP&MM| Col 


Spic , 


}rillo and Albuquerque. 
fastest overland route yet estab-| 
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MERICAN PASSENGER CAR MODELS 
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4.45 | Bendix 
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Bendix 
Bendix 
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| Own 14 
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| Own % 
Own % 
| Sal 
| Tim | 
| Tim 1% | 
| Own 4 
Own 14 
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M 
H 
4014 | H 
442 |H 


4.73 | Bendix 
4.73 | Bendix 
4.73 | Bendix 
4.31 | Bendix 
4.31 | Bendix 
4.75 
4.75 
4.75 | 
4.40 | Bendix Own | * 
4.40 | Bendix Ross | 

4.18 | Bendix Ross | 


Ross 
Gem 
Gem 
Gem 
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|H 
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In the Bus Field 


APPOINT APPELMAN 
Tacoma, Wash., Jan. 12.—Gus B. 
Appelman, for many years promi- 
nent in the automotive field here, 
has been appointed traffic 


Pacific Motor Transport. 
NEW FAST SERVICE 

Amarillo, Tex., Jan. 12.— Estab- 
lishment of a fast bus service that 
will clip eight hours from the pre- 
vious schedule between St. Louis and 
Los Angeles has been announced by 
the Pickwick Greyhound Lines, ef- 
fective January 11. The new sched- 
ule will follow a route through Ama- 
This is the 


lished between these two points. 


NEW BOSTON GARAGE 
Boston, Mass., Jan. 12.—A new bus 
garage has just been opened by the 
Boston Elevated Railway, 


repre- | 
sentative for the recently organized | 
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Tryon 
Tryon 
Tyron 
|eapacity for fifty-six large type| 
buses and equipped with electric 
| gasoline pumps of twenty-five gal- | 
lons a minute capacity, a spray | 
washer that will wash a bus in two| 
| minutes, and 20,000 square feet of | 
| floor space, without columns. The| 
structure costs $165,000. The Boston | 
total garage capacity for 382. 
SUSPEND SERVICE 
Orlando, Fia., Jan. 12.—P. G. Boyd, 
president of the Orlando Transit 
Company, has announced suspen- 
sion of bus service here and in Win- 
ter Park, because of a loss of $86,- 
000 in five years and “no prospects 
for improvement.” 
RDY JOINS 
JACK BEATTY CORP. 
Wichita, Kan. Jan. 12—W. N. 
Clardy, identified with the J. Arch 
Butts automobile organization for 
years, has become associated with 
the new Jack Beatty Motor Cor- 
poration, Buick distributor for this 


|W. N. CLA 





with aj} district. 


FIRMLY 


established as a fun- 
damental economic 
factor in automotive, 
industrial, agricul- 
tural, marine and air- 
craft enterprises— 
Continental contin- 
ues to grow closer and 
closer to the needs of 
both manufacturer 
and consumer. 


One of the pioneers 
in gasoline power— 
Continental enters its 
30th year with more 
experience — more 
research knowledge 
—a more thorough 
understanding of 
modern engineering 
and manufacturing 
requirements than 
any manufacturer in 
the gasoline power 


field. 


CONTINENTAL MOTORS 
CORPORATION 


Offices: Detroit, Michigan, U.S. A. 
Factories: Detroit and Muskegon 


Elevated now has 364 buses, with a| 


| 


[Lontinental 
Engines 





Bre 
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Metal Working Plants Begin 
Year With Sales Increase 


AMESTOWN, N. Y., Jan, 12.— 


Metal working plants in south- 
western New York and northwest- 
ern Pennsylvania, especially those 


aligned with the automobile indus- 
try, began the new year with a sat- 
isfying increase in business, while 
most factors view the outlook with 
more optimism than at the begin- 
ning of 1930. While a majority of 
the plants operated on curtailed 
schedules part of the year just 
closed, there was an appreciable rise 
in operations from October 1 to the 
end of the year, a gain which has 
been steadily maintained. 


Capacity production schedules for 
the first half of 1931 have been as- 
sured for the Jamestown Metal 
Desk Company, Inc., at its plant in 
Blackstone Avenue here. This con- 
cern produces interior metal trim 
for a number of motor car makers 
and has received contracts in excess 
of $500,000 since early in December. 

At the plant of the Two-Way 
Shock Absorber Company, in Har- 
rison Street, this city, capacity was 
more than doubled during the past 
year and about $50,000 worth of new 
machinery and equipment installed. 
The company is prenaring for a rec- 
ord volume of business this year 


and is maintaining output at close 
to capacity this month. Indications 
are for a marked improvement in 
new business early this year. 

The Crescent Tool Company, here, 
manufacturer of wrenches, pliers 
and small tools, resumed operations 
this week at its plant on a normal 
working sheet of five days a week, 
following the annual holiday shut- 
down. This rate of prodyction, it is 
reported, will be maintained 
throughout the first quarter. 

The Marlin-Rockwell Corporation, 
which for the past several months 
has been working with a curtailed 
torce of employees, has plans in 
progress for materially increasing 
production early this year. 
the return of the automobile mak- 


ly., sepente ouees:’ in excess of 30 


per cent. of capacity. Concentra- | 
tion of production at Dunkirk this 


year, however, will result shortly in | 
stepping up schedules to more than | 


of tonnage capacity. 
In Northeast, Pa. the Eureka 
Copper Products Corporation, 
subsidiary of the Niagara Smelting 
and Refining Company of Buffalo, 


50 per cent. 


is in operation at close to capacity. | 


Officials view the outlook with op- 
timism and expect a material in- 
crease in new business, production 
schedules and employment early 
this year. 

The Warren 
poration, Warren, 
departments on 


Gear Products Cor- 
Pa., is busy in all] 
a recent contract 


| for $250,000 worth of gear products. 


The outlook for business from the 


|automobile industry this year is con- 
| sidered bright and officials of this 


'concern look forward to a 


marked 


| improvement in output soon. 


With | 


ers to quantity production, this con- | 


cern is expected to benefit materi- 
ully in orders for bearings. 

The Dahlstrom Metallic Door 
Company, Jamestown, is working 
on a satisfactory basis. The plant 
is busy on an order for interior 
metal trim from the Pierce-Arrow 
Motor Car Company, and is also 
operating satisfactorily in other de- 
partments. 

Frank B. Lounsberry, 
erating manager of 
Steel Company, Inc., 


general op- 
the Ludlum 
Dunkirk, N. 


The Erie Meter Systems, Inc., 
manufacturer of gasoline measuring 
devices, has recorded a steady in- 
crease in business, operating sched- 
ules and employment since early in 
the fall, while the outlook for the 
current year is much brighter than 
it was at the start of 1930. 


The Erie Forge & Steel Company 
reports that output will be steadily 
maintained during the first quarter. 
R. F. Devine, Jr., an executive of- 
ficer of the concern, says some large 
orders have been received which will 
keep the plant busy well into the 
spring. 


a} 


| FIRESTONE ANNOUNCES | AUTO 
TIRE PRICE REDUCTION 


| 

Akron, Jan. 12.—Firestone Tire 
and Rubber Company has reduced 
prices of first grade tires to dealers 
714 per cent. to 11 per cent., and 
second grade 6!2 per cent. to 12 per 
cent. 

Truck, bus and solid tires are not 
affected by the reduction, 
CLARENCE E. MANKIN | 

JOINS R. W. BROUSE CO. | 

Akron, O., Jan. 12. Announce- 
ment that Clarence E. Mankin, cor |1 
many years president and general | 
manager of the Mankin-Ferris Com- | 
pany, has resigned that position and 
become associated with the Richard 
W. Brouse Company, distributors 
for Pierce-Arrow here, has recently | 
been made. | 


RAFFERTY JOINS SALES 
DEPT. OF C. B. BEACH 
Hartford, Conn., Jan. 12.—W. E. 
Rafferty, formerly with the sales 
department of the Capitol Buick 
Company, Buick distributor, has 
joined the force of Charles B. 
Beach, Inc., retail representatives of | 
the Hupmobile, here. 


REO-BARISH CO. OPENS j 
USED CAR, TRUCK SALES 
Omaha, Neb. Jan. 12.—Reo- 
Barish Motor Company, 2558 Far- 
nam St., is opening a used car and 
used truck store at 2558-60 Farnam 
St., next door to the company’s new 
car showroom at 2562 Farnam St. 





AUTOCAR R INCREASES 
OUTPUT SCHEDULE 


Ardmore, Pa., Jan. 12. — Autocar 
company has increased its schedule 
for production and shipments dur- 
ing the first quarter to a level more 
than 35 per cent. in advance of the 
corresponding period of 1930 in line 
with a sharp increase in orders 


| booked over the past few weeks, ac- 
|}cordng to R. P. 


Frage, president. 

During January and February the 
company will deliver to the city of 
New York 205 dump trucks ranging 
in capacity from three and oné-half 
to five tons on a contract received 
in December. Dollar volume of the 
New York city contract is in excess 
of $900,000 and represents one of 
the largest single orders ever re- 
ceived by the company. 


“Over the past month, we have 


|noticed a general pick-up in in- 


quiries and orders for heavy duty 
motor trucks from large industrial 
users, indicating that some of the 
purchases delayed during 1930 be- 
cause of the business depression are 
finally coming into the market. As 
a result of our increased bookings, 
our plants have been maintained on 


}a full-time basis since early in De- 


cember,” Mr. Page 


Aeclared., 


RAY C. KERWOOD JOINS 
REO-BARISH MOTOR CO. 
Omaha, Neb., Jan. 12.—Ray C. 
Kerwood has become affiliated with 
Reo-Barish Motor Company, 2562 
Farnam St., as retail sales manager. 


CURRENT PRICES OF PASSENGER CAR M ODELS 


AUBURN—8-98. 127 W. B. 


Standard Models, not including free wheeling 
2-dr. Brougham. .945'Con. Cabriolet. .1,045 
4-dr. Full Sedan.995'Con. Phae. Sed..1,145 
B. Man's Coupe.995 


AUBURN—6-85. 120 W. B. 


Sport Sedan 995'!Sedan 
Cabriolet 1,095! 


AUBURN—8-95. 1°95 W. 


1,195|Cabriolet 
1,295' Phaeton 


AUBURN—8-98. 127 
Custom Models, including free 
5 4-dr. Sedan. ..1,195! Cabriolet 
B. Man's Coupe.1,195 5 Con. Pha 
§ 2-dr. Brough. 1,145 


AUBURN—8-125. 150 W. 


Sedan ..1,495' Cabriolet 
...-1,595' Phaeton Sedan 


AUSTIN—1-cyl. 75 W. B. 
2 Roadster 445/2 Coupe 
BUICK—8-50. 114 W. 
Coupe...1,025)5 Phaeton .. 
Sedan .1,035|2 Spt. Coupe 
Roadster.1,055'5 4-dr. Sedan 
BUICK—8-60. 118 W. B. 
.1,285|5 Phaeton 
1,325:4 Spt. Roadster 
15 4-dr. Sedan 
BUICK—8-80. 1°21 W. B. 
1.53515 4-dr. Sedan 
BUICK—8-90. 132 W. B. 
Roadster.1 610,\5 4-dr. Sedan 
.1,620'7 4-dr. Sedan 
1,720,7 Lim. Sedan 
1,765 
Fisher Custom, 
2 Con 
7 Sedan 
5 A.W 
7 Imp 
7 Touring 
wood: 
i400 W. B. 


3,795'7 Sedan (143 
3,695 (W. B.) 
3,895 7 Touring 
3,945 7 Imperial Sedan 
3,945 (143 W. B.) 
Phaeton ..4,045)A. W. Phaeton 
Con. Coupe 4,045 
CADILLAC—V-16, 148 W. 
Fleetwood Custom, 
5,350/2 Coupe 
5750|2 Con 
5,800'5 Club 
5950|5 Sedan ae 
5,950) § Sedan Cabrio 
5,950 7 Sedan 
6,125 5 Imperial! 
6,150 5 Imp. Cabriolet 
6,.225,)7 Imp. Sedan 
.6.300;1own Cabriolet 
6,350) (Opera seats) 
6500, Town Cabriole 
6.525 (quarter win- 
: dows} 
«Town Cabriolet 
(leather 
quarters! 
im. Brougham 
Town Cabriolet, 'Town Brougham 
(full leather) .6,525'Town Brougham 
Lim. Brough'm.6,525 


CHEVROLET—6-cyl. 109 W. 


2 Roadster 475|5 Sedan 
2-4 Sp. Roadster. .495|5 Special 
5 Phaeton 510\5 Coupe 
2Coupe (3 win.'..535'Con. Cabriolet 
2 Coupe (5 win.'..545\Lan. Phaeton 
5 Coach 545 
2-4 Sport Coupe 
(5 windows) 
CHRYSLER—‘6." 


Roadster 8865 Sedan 
Coupe 885 Con. Coupe 
CHRYSLER—8-cyl. *1864, O. 
2-4 Roadster 1,495 5 Royal Sedan 
2-4 Royal Coupe | (Special) 
(Standard? 1,495 2-4 Sport Road 
5 Royal Sedan | (6 wire whecls) 
(Standard) 1,525; 2-4 Con. Coupe 
2-4 Royal Coupe 
(Special) 1,535 
CHRYSLER—Imperial. %-cyl. 


5 Sedan 2,745|7 Sedan 
5 Sedan 2,845 2-4 Cus. 
7 Sedan 5 


B. 


Sport Sedan 


Sedan Ss 

WwW. B. 
wheeli 

‘RS 
Sed 


edan 


B. 


Sport 
©-dan 


B. 


2 Bus 
5 2-dr 
4 Spt 


2 Bus 
2 Spt 


Coupe.. 
Coupe 


4 Coupe 


4 Spt 
7 Touring 

2 Spt Coupe 
5 Coupe 
CADILLAC _y- 8. 


2 Coupe 

5 Coupe 

5 Sedan 

5 Town Sedan 

2 Roadster 

5 Phaeton 

CADILLAC a -h 
7 


iss 
Coupe 
Phaetor 

Sedan 


Fleet- 


9 
9 
5 
? 
5 
5 


2 Coupe 
5 Coupe 
5 Sedan 
Roadster 


5 Town Sedan 


B. 


2 Roadster 

A. W. Phaeton. 

2 Coupe 

5 Coupe 

5 Club 

5 Sedan 7 

5 Sedan Cabrio. 

5 Phaeton 

7 Sedan 

5 Imperial 

5 Imp. Cabrio 

5 Phaeton 

TImp. Sedan 

Town Cabriolet 
(opera seats! 

Town Cabriolet, 
(q'rter win.! 


Coupe 
Sedan 


Sedan 


6,525 
8,750 
8,756 
9,200 
9.700 


6,525), 


B. 

635 
650 
595 
615 
650 


Sedan 


575 


G-cyl. *1757% O. A. 


A. 
1,565 
er 
1,595 
1,665 


A. 


3,145 
3,150 


211 
Lim 
Coupe 


0. 


(CLC). 


CORD—8-cyl. 3i'e W. 
2.395, Cabriolet 
Brougham 2,395 Phaeton 


DE SOTO—Six. *169i4 
Stand. Coupe.. 740 Roadster 


4-dr. Sedan 775'Con. Coupe 
Coupe (RS) 775 
DE SOTO—S8-cyl. *177 O. A. 
2 Business Coupe 965\f Touring 1,035 
2-4 Roadster(RS) 985/5 De L. Sedan 1,065 
> Stand. Sedan. ..995'2-4 Con. Coupe 
2-4 De L. Coupe | (RS) 
RS) 1,025 
DODGE—Six. 
2 Business Coupe .735 
2-4 Stan. Coupe 
(RS) 
2-4 Roadstr 


Sedan 
0. A. 


"176%, O. 
5 4-dr. 
5 4-dr 
4 Con 
(RS) 


14 W. B. 


2 Business Coupe 
(6 wire wheels! 
2-4 Coupe (RS) 
(6 wire wheels) 87 
5 Sedan (6 wire 
wheels) 
DODGE—Eight. 118 W. B. 
”-4 Coupe (RS) 5 Sedan (6 wire 
5 wire whis! wheels) l 
> Sedan (5 wire 
wheels) 
DODGE—EFight. 118 
2-4 Roadster(RS) 995:5 Sedan 
2-4 Stan. Coupe 2-4 Con 
RS! (RS) 
DURANT—"'610."" 4-cyl. 
735|\ Sedan 


755 


A. 


Sedan 
Phaeton. 
‘ 755,2- Coupe 
(RS) 755! 
DODGE—Six. 


Business Coupe 
‘5 wire wheels) 

2-4 Coupe (RS) 
(5 wire wheels) 

> Sedan (5 wire 
wheels) 


815 
835 


845 


1,095 
1,135 
w. 


Coupe 
1,025 
112 W. 
Busine 
Coupe 


DURANT—“‘6i2." 


Business Coupe... 760/Sedan 
Coupe (R.S.) 780,Ch. Dr 


DURANT—"611."". 6-cyl. 
De Luxe Models 
(RS) ..965|De Luxe Sedan 
ESSEX—6-cyl. 113 W. B., 
Standard Sedan 
-595|Sport Roadster 
645/Touring Sedan 
A. 4-cyl. 10312 W. 
425|Standard Sedan 
435 (3 win.) 
440'4 Victoria 
455|De Luxe Phaeton 
495|Cabriolet ‘ 
495\4-dr. De Luxe 
520! Sedan (2 win.) 
Sport Coupe ....525'Town Sedan 
De Luxe Coupe 545 Town Car 
FRANKLIN—Transcontinent. 6-cyl. 125 W.B 
5 Sedan ; .-2,295;Vie. Brougham 
Oxford Sedan...2,345|Pursuit 
Coupe .-2,345'Town Sedan 
Con. Coupe 2.395 
FRANKLIN—Transcontinent. 6-cyl. 


Roadster (6 \7 Sedan 

_ wire wheels). .2,345|Sport Salon 
> Special Sedan .2,425 Spec. Limousine. 2, 
PSANELIN—Be Luxe. 132 W. B. 
5 Sedan 

5 Pirate Tour 

7 Pirate Phaet 
5 Oxford Sedan 
Club Sedan 
Con. Coupe 


s Coupe 
(R.S.) 
112 W. 


6-cyl B. 


Sedan 
iit W. B. 


Spl. Coupe 


2 Coupe 

Coach - 

Coupe (RS) 
FORD—Model 


Pickup Op. Cab 
Roadster 

Phaeton 

Pickup 
Tudor 
Coupe 
De L Roadster 


Cl. Cab 
Sedan 


132 W.B. 
2,475 


6-eyl, 
2,695'7 Sedan 
2, 2,695 7 Limousine 
2,695'Town Berline 
2,745, wire wheels) 
2. 745\Speedster (5 
2,765; wire wheels) 
flown Sedan 2'7175\Con Speedster 
Vic. Brougham. 2,795 
GARDNER—MODEL 
Sport Sedan 
Brougham 2,120!Sedan 
Roadster 2,120 
GARDNER—Model 
Roadster 


(6 


158. 
2,070 Coupe 


130 W. 


148, 
1,795, Sport 
Brougham 1,795 Sedan 
Sport Sedan 1,795 

GARDNER—Model 136. 122 
Sport Sedan 1,270 Brougham 
Coupe 1,320 Roadster 
GRAHAM-PAIGE—Standard Six, 
Coupe ..... .845| Roadster 
Town Sedan 895! Sedan 
Coupe (R.S.) 895 
GRAHAM-PAIGE—Special Six. 115 
Coupe - Town Sedan 6 
Coupe 5!Sedan ..... 


inn W. 
Phaeton 


w. 


115 W.B 
89 


(R.S.).. 


995 


2,595 
425 


2,895 
2,995 


3,195 


1,320 
1,320 


2 
> 


Ww. B. 


« 


26 


120 W. B. 
1,195 


GRAHAM-PAIGE—Special Eight, 
Coupe . .1,155|Sport Sedan..... 
Coupe (R.S.)...1,195|Sedan 


GRAHAM-PAIGE—Custom Eight. 


5 Sedan 1,845,7 Limousine 
7 Sedan . 1,895 


HUDSON—3-cyl. 119 W. B. 
...$75|Standard Sedan 
895|Sport Roadster 
(RS) 925'5 Phaeton 
Sedan 945 


HUDSON—8-cyl. 1°26 W. B. 
5 Tour. Sedan...1,145 7 Phaeton 


Brougham .1,195/Club Sedan 
7 Fam. Sedan...1,195'7 Sedan 


HUPMOBILE—Century 6. 


5 Sedan . 995! Cabriolet 
Com. Coupe 995'5 Phaeton 
2Coupe (‘R.S.) 995 Roadster 


HUPMOBILE—Century 8%. 118 
1,295| 2 Cabriolet 
1,295'5 Phaeton 
1,295' 2 Roadster 


HUPMOBILE—Series C. 121 W. 

1,595! Victoria Coupe 

RS) 1,595'7 Spt. Phaeton 

(RS).1,595'5 Town Sedan 
1,615 


134 W. B 
2,095 


995 
995 
095 


Coupe 

Coach 

Coupe 
Touring 


14 W. 
(RS) 


5 Sedan 
2 Coupe 
2 Com 


(RS).. 
Coupe. 


Sedan 
Coupe 
Cabriolt 
Coupe 


HUPMOBILE—Series H. 


5 Sedan 1,895, Victoria 
2 Coupe (RS) 1,895'7 Spt. Phaeton 
2Cabriolt (RS).1,895'5 Town Sedan 
4 Coupe 1,915 


5 
2 
2 
4 
125 W. B. 
Coupe. .1,915 


2,005 
2,005 


B. 
2,445 


137 W. 
Limou 


HUPMOBILE—Series U. 
7 Sedan 2,295| Sedan 
Victoria Coupe .2,295 
All Hupmobile models include 
JORDAN—Standard 80. 
5 Sedan 1,795) Goupe és wake 
JORDAN—Great 90. 8-cyl. 125 W. 
$ Sedan 2,295| Playboy Roadsr 
Stand. 2,295/Speedboy Sport 
Cony. Coupe 2,495 Phaeton 2,7 
Sport Sedan 2,595 
JORDAN—Great 90. 8-cyl. 
2.495|" Sedan 


free wheeling 


i126 W. B. 


eae 2,595 
Coupe 

9. 
B. 
2,695 


1st W. 
7 Touring Limo 
7 Sedan 
LA SALLE—8-cyl. 
2 Coupe 2,195/5 Town 
5 Sedan . 2,295 7 Sedan 
2Con. Coupe 2,295'7 Imp 
5 Coupe . 2,295! 

LA SALLE—8- -cyl, 134 W. B. 

Custom, 


2,245|5 Sedan Cabrio 
2,345'5 Sedanette . 
5A. W. Ph aeton. 


LINCOLN—8-cyl. 145 W. B. 
Standard Models 


Sport Phaeton..4,400'Town Sedan 
Sport Touring. .4,400 (3 windows} 
5 Coupe 4,600|5 Sedan 
Town Sedan 7 Sedan 
(2 windows). .4,600'7 Limousine 
LINCOLN—8-cyl. 145 W. B. 
Custom Models 


Con. Sedan 
(Dietrich? 

| A. W. Brougham 
(Le Baron) 

A. W. Brougham 
(Brunn) 

|A. W. Cabriolet 
8.C. (LeBaron) .7,300 

A. W. Cabriolet 
(Brunn) 

|Panel Brougham 
(Willoughby) 


134 W. B. Fisher Custom. 
Sedan. .2,345 

ee 
Sedan 2,595 
Fleetwood 


2 Roadster 


2 
7 Touring 2 


3,245 
-3,245 
3,245 


4,600 
4,709 
4,900 
5,100 


Con. Roadster 
(Le Baron) 
2 Coupe 
(Judkins) 
Berlin (2 win.) 
(Judkins) 
Berline (3 win.) 
(Judkins) 
Limousine 
(Willoughby) 
Con. Phaeton 
(Derham) 
Con. Coupe 
(Dietrich) 6,400 
MARMON— 88. 130-136 
Coupe .2,275; 2 Con 
5 Sedan 2,295|7 Sedan 2,495 
» Club Sedan 2,345! 7 Limousine 2,595 
Lincoln models include free wheeling 


MARMON—i0. 


2 Stand 950|4 Vic 

>» Sedan 9952 Con. Coupe 
MARMON—I6-cyl. 145 W. 

) Sedan 4,775|2 Con. Coupe 

2 Coupe 4,795'7 Sedan 

5 Cl. Cp. Sedan.4,845|5 Con. Sedan 4,995 

5 Victoria .4,845|7 Limousine 5,045 


(Recent price changes tn bold face) 


4,700 6,800 


5,200 7,100 
5,800 . 7,200 
5,800 
6,100 7,400 


6,200 7,400 


B. 
2,395 


Ww. 


2 Stand Coupe 


995 
1,045 
B. 


4,875 
4,945 


Coupe Coupe 


5 « 


5 Sedan 


660."" G-cyl. 1144 W. B. 


7195\4-dr. Sedan.. 
795| Touring 


NASH—" 
Coupe aeee 
2-dr. Sedan 
Coupe (RS). 825 

NASH—‘'870."" 8-cyl. 

945'4-dr 
Sedan 955 4 Con 


895 


116's W. 


Sedan 
Sedan 


B. 
Coupe 
4-dr 

Coupe 


Spec 
(RS) 
NASH—“880."" 8-cyl. 
ee 1,245) 4-dr 
(RS).....1,285 4 Con 
Sedan....1,295 
NASH—‘‘s90.”" 
4-dr. Sedan (124 
W.B.) 
Coupe 


121 W. B. 
Town Sed 
Sedan 


Coupe 
Coupe 
4-dr. 
8-cyl. 133 W. B. 
Victoria eee 
1,565 Ambassador 
.1,695'7 Sedan 
Cabriolet .......1,695'7 Limousine 
Coupe (RS).. 1,745 
* ‘OAKLAND—58-cyl. 
997| Con 
997| 4-dr 
1,077. Custom 


113! 


my OW. 


Coupe 
Sedan 
Se dan. 


w. 


Coupe 
2-dr 
Sport 
OLDSMOBILE—6-cyl. 
Standards 
845\4-dr. Sedan 


845|Con. Roadster 
895| Patrician Sedan 


1113's W. B. 


Sedan 
Coupe 


2 B. 

925 
935 
960 


2-dr. Sedan 
Business Coupe 
Sport Coupe 


OLDSMOBILE—4-cyl. 
De Luxe Models 


910 4-dr 
910|\Con 


Sedan 990 
Roadster... 1,000 
Sedan.1,025 


2712 W. B 


2-dr. Sedan 
Business Coupe 
Sport Coupe 960} Patrician 
PACKARD—8-26. Standard 4. 
5 Sedan . 2,385} 
PACKARD—8-33. Standard 8. 
2 Roadster 2,425'5 Club Sedan 
4 Phaeton 2,425\4Sport Phaeton 
2 Coupe .2,525'7 Sedan 
7 Touring ..2,525/7Sedan Lim 
2 Con. Coupe....2.550'Cony. Sedan 
3 Coupe 2,675 
PACKARD— 8. 10. De Luxe 8. 
4 Phaeton 3,490| 4 Sport 
2 Roadster 3.4905 Sedan 
Coupe .3,545|5 Coupe . . 
7 Touring 3.595|5 Club Sedan 
2 Conv. Coupe.. .3.595 
PACKARD—8-45. De Luxe 8. 
7 Sedan .4,150|7 Sedan 


PEERLESS—Standard 8. 
5 Sedan ..1,495'5 Brougham ‘ 
2 Coupe (RS)...1,495 2 Cabriolet (RS) 
5 Club Sedan 1,545 


PEERLESS—Master 4. 125 W. B. 
5 Sedan 1.995 5 Brougham 
2 Coupe 1,995'5 Cabriolet 
5 Club 2,045 


PEERLESS—Custom 8. 138 W. B. 


Coupe (RS)...2,795|5 Brougham 
..+++--2,795/7 Sedan 
Club Sedan. ...2,845'7 Limousine 
PEERLE —S-cyl. 125 W. 
De Luxe Master 
2,320! Brougham 
2 Coupe ....-2,320! Cabriolet 
Club Sedan . 2,370} 
PIERCE-ARROW—43. 
2-4 Coupe (RS) .2,685)2- 
5 Sport Tourer .2,895! 


PIERCE-ARROW—143. 
5Sedan . .. -2,685!7 En 
5 Club Sedan.. .2,835/5 Con 

7 Sedan 2,995 
PIERCE-ARROW—+1”. 8-cyl., 142 
5 Tourer .3,450/4 Spt. Phaeton 
2-4 Spt. Roadster i5 Club Sedan... 

(RS) 3,450|7 Sedan 
2-4 Con. 5 Club 
(RS) .. 3,650 7 En 
5 Sedan 3,695 
PIERCE-ARROW—1?. 
7Spt. Tourer... .4,275:5 
2-4 Con. Coupe | 
(RS) at 5!7 
7 Sedan 3. 
7En. Dr. 


13414 W.B 
2.675 
2.725 
2.785 
2,885 
3,465 


1410'S W. B. 


Phaeton3.790 
3.795 
3.850 


14512 W. B. 
Lim... . .4,285 


118 W. B. 


1,545 
1,595 


; os 2,045 
(RS) 2,095 


Sedan 


5 Sedan 


2.845 
2.945 
3,145 


” 


° 
B. 
5 Sedan . 2,370 
2,430 
&-cyl. 134 W. B. 
4 Sport Roadster 

(RS) 

8-cyl. 
Dr 
Sedan 


137 W. B. 


Limou 2. 145 
3,650 


Ww. B. 
3.750 
3,745 
3,825 
3,945 
3,995 


Berline. 


Coupe 
Limou. 


Dr 


147 B. 
Sedan 
Baron). 
.275|7 En. Dr. Limou. 
.78 (Le Baron) 
Lim, .4,985;Formal Town 
2-4 Coupé ‘(RS) | Breugham 
(Le Baron)...5,100|Formal Town 
5 Coupe Victoria Ez 
(Le Baron)...5,100|/Formal Town 
5 Con. Sedan | Landaulet 
(Le Baron).. .5,200 
All Pierce-Arrow 
wheeling. 


8-cyl. w. 


Sport 
(Le 


5,375 
5,975 
6,250 
. -6,250 
- 6,400 


models include free 


845 2 Bus 
2 Bus 
2-dr 

4 Roadster 


Coupe shene 
Sport Coupe 


Sedan 
Sedan 


Sedan 


Roadster 
2 Bus 
5 4-dr 
4 Coupe 


STUDEBAKER—Commander 8-70, 


4 Coupe 
5 Sedan 
4 Victoria 
5 Regal 
STUDEBAKER—Dictator, 
2 Coupe 
4 Coupe 
STUDEBAKER—President 8-80. 
5 Sedan 
2 Coupe 
4 State 
4State Coupe 
’ STUDEBAKER—President 8-90. 
7 Tourer 
7State Tourer 
7 Sedan 
5 Brougham 


5 Brougham 


5 Coupe 
3.950 ° 
2 Coupe 
Cab 


5 Coupe 
2 Coupe 
2 Speedster 
4 Speedster 


7 Speedster 
5 Sedan 
7 Sedan 


6 Brougham 
6 Sedan 


6 Bro. Limousine 


4 Longchamps . 


5 Chaumont 


2 Roadster 
5 Teuring 
2 Coupe 


4 Victoria 
5 Standard Sedan.795 


4 Victoria 
5 Sedan 
5 Sedan 
WILLYS-KNIGHT—466-D. 


4 Vic 
5 Sedan 
5 Sedan 


they 
country 
given above are for New York city only. 


PLYMOUTH—4-cyl. *167 
Roadster. .535|5 Phaeton 
Coupe.....565'2 Coupe (RS). 

Sedan 565'4-dr. Sedan.. 

.610'4 Con. Coupe.... 

**PONTIAC—6-cyl. 112 W. B. 

Sedan 772|Con. Coupe 

772\4-dr. Sedan.......842 
.812;Custom Sedah....882 

CLOUD—6 cyl. 125 W. B. 

$1,695|Coupe .$1,695 


CLOUD—8 cyl. 130 W. B. 
$1,995|Coupe . $1,995 


REO ROYALE—8 cyl. WwW. B. 

$2,485! Coupe . $2,485 

STUDEBAKER—6. 6-cyl. 114 W. B. 
Including free wheeling 


795| Tourer 
845|Regal Tourer 
895|5 Regal Sedan 
895; (6 wire wheels) 995 


124 W. B. 


0. A. 


625 
625 
625 
695 


2-dr 842 


REO FLYING 


REO FLYING 


135 


895 
Coupe . 895 
Sedan 

(RS) 


1, 585|5 Brougham 
585! (Cloth) 
138515 5 Brougham 
1,785; (Mohair) 
8-cyl. 


1,095|— Sedan 
1,150/Regal 


1,785 


1,785 
114 W. B. 


Sedan 


1,250 
130 W. B. 
..1,850/E State Sedan 
: .. 1,850) (Mohair) 
Roadstr.1,950|/5 State Sedan 
2,050; (Cloth) 


Sedan.... 


2,050 


. -2,050 
136 W. B. 


1,850! State Victoria.2,350 

2,150/7 State Sedan 

2,150! (Mohair) ..../2,350 
|7 State Sedan 

(Mohair) 2,350; (Cloth) . -2,350 
7 Limousine 2,600 


(Cloth) .-2,350] 
STUTZ—LA. 6-cyl. 1271¢ 
1,995|2 Speedster 
2,245'4 Speedster .... 
2,245|4 Speedster (TC) 


Coupe. ae 2,445 
STUTZ—MA, 8-cyl. 


Ww. B. 

2,585! 
2,585 
2,785 


Sedan 


13ite W. 
3,445|Cab. Coupe.... 
3,495|Tor. Speedster.. 
3,495|5 Sedan ........3,695 
3,495|4 Speedster (TC) 3,795 

8. cyl. Custom. 145 W. B. 


3,595/7 Limousine . -3,995 
3,855,Cab. Coupe .3,995 
3,895/5 Con. Sedan... .4,395 


8-eyl. Salon. 145 W. B. 


|7 Sedan Limousine 
(Le Baron)... .5,195 
{5 Trans. Cabriolet 
4,995! (Le Baron)....5,610 
{7 Trans. Town Car 
4,995, (Le Baron)... .5,700 
5,195! 


B. 


- 3,595 
3,595 


STUTZ—MB. 


STU TZ—MB. 


(Le Baron)...4,795 


(Le Baron) 
(Le Baron) 
17 Trans. Town Car 


(Le Baron) (Fleetwood) ..7,495 


6 Sed Limousine 


(Le Baron)...5,195 


STUTZ—MA,. 8-cyl. 13414 W. B. 
Chateau Series Weymann,. 


4,145/5 Versailles 


STUTZ—MB. 8&-cyl. 145 W. B. 
Chateau Series Weymann. 


.4,545|5 Monte Carlo. . .4,695 
6-cyl. 110 W. B. 


5 Club Sedan. 
5 Sedan 


. 4,145 


WILLYS—46-97. 
625 
675 


WILLYS—6-98-D. 
Coupe .795 


6-cyl. 1138 W. B. 


4 Vic. Coupe (DeL).850 
5 Sedan (DeL)....850 


8-cyl. 121 W. B. 


4 Victoria Coupe 
(De Luxe) 


WILLYS—8-80-D. 
Coupe .995 
995 


a .1,095 
- 1,095) 


(DeL) 
G-cyl. 121 W. B. 
.1,095|4 Victoria Coupe 
.1,095| (De Luxe)..... 
- 1,195) 


of chassis 


Coupe. 
1,195 


(DeL). 


*Over all length instead of 


wheel base. 


**As delivered prices only are quoted, 
vary in different sections of the 
and the Oakland-Pontiac prices 
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Profit-Sharing Plan — Builds _ Jobber ’s 


Shadbolt & Boyd Co., 


Milwaukee, Recog- 


nizes Big Differ-| 
ence in Working 


“For” and “With’’|p 


Organization 


PRACTICAL system for 
promoting plant morale 
is being used by the Shadbolt 
& Boyd Company, wholesaler 
of automobile accessories and 
supplies as well as heavy) 
hardware, auto body and 
wagon hardware of 
waukee, Wis., which is meet- 
ing with good success. The 
plan was inaugurated by 
Price M. Davis, president of 
the firm, who joined the com- 
pany approximately thirty- 
three years ago. The com- 
pany was formed in 1863. 
After working for the concern for 
six months, Mr. Davis was struck 
by the thought that his associates 
in manual] labor and also the com- 
pany department heads and offi- 
cials could get just so far and no 
further. There was no incentive 
for them to work together and earn 
as many morale “victories” as pos- 
sible, because there wasn’t anything | 
higher to aim at and no profit- 
sharing plans if things did go well. | 
There is a vast difference between | 
working “for” an organization and | 
“with” one, says Mr. Davis. “After | 
all, there’s selfishness in every| 
man, and if his desire to gain for} 
himself is for the ultimate good of | 
the organization for which he) 
works, it’s a good thing al] around.” | 
Accordingly, Mr. Davis went 
about putting his plan into effect, 
despite objections from the chief 
executive. Officers of the company 


Mil- | 


| pRrrnnnnnrnrrennrrrrrnrnrnnnnrnrnrnrwe 


kditor’s 


place of first importance in the 
| fiel 

ficial of a national association says. 
Convinced that recovery from the 


| present business slump is evident in | 


|a@ number of quarters, he points out 
| that companies which hope to keep 
pace with the recovery will find that 
they must give increasing thought to 
their purchasing. 

| “Intelligent buying will be the 
key to success in most organiza- 
tions,” he continues, “and those who 
underrate its value will suffer. Al- 
though many commodities are now 
sold below cost, some will go even 
lower and others are due for an ad- 
vance. Inventory shrinkage is the 
great enemy of profits, and intelli- 
gent study of market conditions can 
and does reduce this shrinkage.” 

Striking at those who are attempt- 
ing to reverse the normal order of 
things by increasing prices to stim- 
ulate sales, he believes executives 
responsible for such moves are mak- 
ing mistakes which will retard 
rather than help the recovery in 
their fields. 

“Usually prices follow the trend 
of business,” he explained. “This is 
natural because increased demand is 
the only sound reason for higher 
prices.” 

The majority of purchasing agents 
anticipate an upturn in business to- 
ward the end of the present quarter 


SEO 


ROPER purchasing assumes a | 


d of industry at this time, an of- | 


_—s_~ 


tional events; both face type, con- 
spicuously enlarged prices, a com- 
plete loss of ultra conservatism and 
a ruthless obliteration of high-hat 
methods are features. 


“This has been the lesson which 


the year 1930 taught us, according | 


to advertising men whose stores are 
maintaining or increasing their sales 
volumes. This is what may 
termed efficient advertising.” 

The survey showed few instances 
where stores plan to curtail their 
newspaper advertising percentage 
for the coming season. These cases 
were matched by others which plan 
to increase their percentage figure, 
with the majority planning to make 
no change. It was pointed out that 
the actual advertising percentage 
for the reporting stores for the first 
six months of 1930 was 3.7, while 
the planned expense for the first 
half of this year is 3.6 per cent. 

The survey also brought out the 
fact that most stores will strongly 
feature best sellers in their adver- 
tising in the months ahead. The 
percentage of advertising to be de- 
voted ranged from 50 to 93 per cent., 
and averaged 75 per cent. 

It is not surprising to discover the 
importance of this question to many 
stores. It is a recognized fact among 


|advertisers that the promotion of| 


best sellers has gained prominence 


as one of our most effective adver- | 


|tising appeals. Last year the major 


Column _ 


be | 


| Slower to recover, will not reflect 


and if the development runs true to| Portion of the advertising budget 
previous egperience, building and/Was distributed among best selling 
automobiles will be the industries | items, and much of the balance used 
which will lead the up-swing Pig | for special departmental and store- 
iron, steel an@ retail sales, being | wide sales. It is a safe bet that this 
policy will be followed this year. 

business for! A trend definitely apparent is the 
|effort to eliminate waste in adver- 
tising by checking the expenditure 
of the advertising dollar. Every dol- 
|lar must produce constructive, con- 


the improvement in 
some time. 
“Any one with a proper perspec- 


tive or yardstick for measuring the 


, |present and future business situa- 


were given a fixed salary, but what | 
Was earned above a certain figure | 
necessary for the three primary 
needs of the concern went to them. | 
The three needs first to be cared | 
for were the business itself, the | 
stockholders’ dividends and the em- 
ployees’ fixed salaries. The surplus 
made above these requirements | 
went to the men who did the work | 
in proportion to their salaries. 

Mr. Davis secured the co-opera- 
tion of the officers in this plan | 
and then started in on the em- 
ployees. To share in the plan an| 
employee must have been with the} 
concern for five years and if he? 
doesn’t prove his individual ability, | 
the rest of the workers tell him | 
that he must go. 

The foremen play an important 
part in this plan, Mr. Davis pointed 
out, and they have the right to sug- 
gest and to criticize whenever they 
want to. “Our: plan was put to the 
test during the war,” Mr. Davis 
said. “Wages skyrocketed in almost 
every business, but not in this one. 
Fellows here came to me and said | 
they thought they ought to get a 
raise and I told them that the plan 
didn’t provide for that. Out of sev- | 
eral hundred employees only two) 
left us during that period.” 

“But there’s another side to this | 
picture. There have been years 
when the surplus has been large 
and each worker received his share, 
based proportionately on his salary. | 
The plan was a theory that I had, 
but after all these years it has 
proven feasible. It has worked out. 
I can’t say just how it would work 
out in other companies, but in 
times like the present it has proven 
its worth. 

“We are not laying off people who 
are a part of the plan. The surplus 
will naturally be less, but then lean 
Years go with the fat. The officers 
and employees go up and down with 
the tides of prosperity and depres- 
sion in the same ratio as the com- 
pany itself with regard to returns. 

“This idea can’t be put into an in- 
stitution in a cold-blooded way. 
People to whom it will apply musf. 





| pense 


tion,” he continues, “must neces- 
sarily be optimistic. While we have 
had good reasons during the past 
eighteen months for being ‘bears’ 
or pessimists, almost every condi- 
tion contributing to this difficult 
period now compels us to recognize 
better times ahead. 

“International conditions are 
possibly far from a satisfactory 
solution, but twelve years after the 
World War we are much nearer to 


a@ recovery from its economic effects 


than in a similar time following any 
previous world economic disturb- 
ance caused by war. A study of 
former periods that are comparable 
will convince us that the financial, 
economic and politica] situation was 
far worse than the corresponding 
situation today. 


“Nationally there is less of a dis- | 


position to use artificial economic 
and politically expedient methods to 
secure temporary relief at the ex- 
of permanent correction. 
There is, however, no need for stim- 
ulants now,” he concluded, “as we 
should be able to absorb any un- 
favorable business news without too 
much shock.” 


EFFICIENT advertising has played 

a notable part in helping re- 
tailers meet the difficulties of the 
current depression, according to a 
survey just completed by the sales 
promotion division of a national as- 
sociation. 


; : — 
Answering the question of what is 


“efficient advertising under present 
circumstances,” the manager of the 
division in commenting on the sur- 
vey Says, “We have heard from all 
Sides that ‘aggressive advertising’ 
—two-fisted, potent, forceful adver- 
tising’—is the type that produces 
good results. Huge, simple, promo- 


first of all be sold on its merits. 
But the morale it creates in the 
personnel after it has once started 
working is wonderful. Our plan has 
worked through four panics and the 
morale of the personnel here has 
not been disturbed.” 


icrete results. 


Parts, Equipment Sales Find 


SHOP EQUIPMENT 


|S. 0. OF CALIFORNIA TO 


SELL TIRES IN OREGON 


| Portland, Ore., Jan. 12.—Standard 
Oil Company of California has en- 
| tered the retail tire business in 
Oregon, and, in its program of ex- 
pansion, proposes to spend between 
$300,000 and $750,000 during 1931 in 
installing in this state new service 
stations as outlets for its petroleum 
and rubber products. 

This announcement was made by 
W. E. Travvis, manager of the Ore- 
gon district for Standard Stations, 
Inc., a recently organized company 
which is operating the service sta- 
tions owned by Standard Oil. These 
stations here have been operated by 
a corporation known as Oregon Ser- 
vice Stations, Inc., and in Washing- 
ton by a corporation known as 
Northwest Service Stations, Inc. 


‘MOTOR PARTS DEPOT OPENS 
QUARTERS AT SAN ANTONIO 


Dallas, Tex., Jan. 12.—Designa- 
tion of this city as Texas headquar- 
ters for the Motor Parts Depot, Inc., 

| with Bonner Wright of San Antonio 
as genera] manager, was announced. 
Sales and distribting centers are 
| maintained in Texas here, at Fort 
Worth and San Antonio. National 
headquarters are at Indianapolis. 


Wright came to this city in 1926 | 


to take charge of the wholesale 
trade in this territory, and in 1927 
was placed in direct charge of the 
city automotive sales. In 1928 he 
| returned to San Antonio as branch 
|; Manager, a position which he held 
| until his recent appointment. 
MOTOR SPECIALTY CoO. 
PUBLISHES PRICE LIST 
Seattle, Wash., Jan. 12——The Mo- 
tor Specialty Company, of which 


Richard Lagerquist is manager, has | 


just published a complete 1931 flat 
rate price list on motor rebore jobs 
on de luxe pistons as well as heavy 
cast iron and alloy pistons. 


N.Y., Pa. Jobbers Satisfied 


| FAMESTOWN, N. Y., Jan. 12.—Fore- 
| casting a spring and summer 
| business of entirely satisfactory pro- 
| portions, most firms in the whole- 
|sale accessory and unit parts fields 
| throughout southwestern New York 
jand northwestern Pennsylvania, en- 
| tered the new year with a greater 
|} amount of new business booked than 
| was the case at the opening of 1930. 
The increase over a year ago will 
|average approximately 15 per cent. 
Some of the larger supply houses 
report new orders at more than 25 
per cent. ahead of January, 1930, 
|while others have recorded gains 
}not quite so high. The entire situa- 
| tion, however, is considered good. A 


| majority of the jobbers are prepar- 


|ing for and expecting exceptionally | 


| good business this year. 

The early part of the year just 
closed was a slack period, and even 
|some of the largest factors in the 
'trade admitted business was poor 


|} and the outlook quite “bleak.” Dur- | 


|ing the last half of 1930 industry be- 
gan an upward trend, which has 
| been steadily maintained. 

The furniture 


| first six months of 1930, returned 
| to part-time working schedules late 
semi-annual 
{tion new business was boked in 
sufficien€é volume to permit near- 


| capacity operation of most of the | 
The metal-working | 
| plants, especially those aligned with | 


larger plants. 


|the automotive industry, have 
| stepped up schedules of output from 
week to week since October 1, and 
most of them have enough orders 


manufacturing | 
plants, practically dormant in the| 


in the summer, and following the} 
fall furniture exposi- | 


The firm of Holmes & Voltz, Inc., 
| with headquarters in Jamestown, | 
lone of the largest wholesale auto- | 
| motive and radio supply concerns in 
| the district, serving the whole of 
| southwestern New York and north- 
| western Pennsylvania, took advant- 
|age of the slack periods during the 
| past year by expanding its facilities. 
|A modern warehouse, office and 
| salesroom was erected at the corner 
|of West 3rd and Clinton Streets, 
and occupancy was effected early in 
| October. Business with this concern 
|has been exceptionally good since 
| October; in fact October was one 
|of the biggest months in the his- 
|tory of the firm, as far as gross 
business volume was concerned. No- 
vember and December proved about | 
10 per cent. better than the cor- 
responding months of 1929. Judging 
‘from salesmen’s reports, January 
will run well ahead of the first 
month in 1930. | 

In Erie, Pa., the J. A. Miller Auto 
Supply Company, Inc., finds sales 
in most all lines increasing from 
| week to week throughout the four- 
teen counties in Pensylvania, New 
York and Ohio it serves. Accord- 
ing to officials of this firm, one of 
the best indications of reviving busi- 
ness is elimination by retailers and 
dealer service shops of buying on a 
hand-to-mouth basis. This reflects 
the confidence of the buying public, 
revealing that it has money to 
spend and will buy equipment. 


}orders from all sections were few 
| and small. From August right 
| through December new business 
booked recorded upward trends and 


| with 


| distance of eight miles eac! 


| delivery value on 


During the early part of the year, | 


REPLACEMENTS 


Staff Morale 


SEATTLE JOBBERS 
COMBINE DELIVERY 


Thousands Saved 
Monthly and Service 
Improved, Claim 


ARTS jobbers of Seattle 

_ have gone through the 
Various stages of rendering 
service to their customers by 
quick delivery. 
. A few years ago one enterprising 
jobber started the motorcycle de- 
livery craze. He was first on the 
Spot, and cashed in for a time, un- 
til all the others added the service, 
using from one to three motorcycles 
each. The per package cost was 
double what it now is, with a co- 
operative plan at work. Thus thou- 


+ sands of dollars per month has been 


saved in delivery departments. 

Three years ago the co-operative 
plan was first tried. It started with 
three deliveries per day to all parts 
of the city. This replaced the hap- 
hazard method of “quick service” as 
carried on by each jobber individu- 
ally. The cost was cut so that 80 
per cent. of the parcels were de- 
livered at a cost of 20 cents each. 

A few weeks ago the co-operative 
service was moved up to its present 
schedule. which is the nearest ap- 
proach t ‘instant service,” ac- 
cording tc George Morrissey, man- 
j}ager of Northwest Bearing and 
Parts Company and chairman of 
| the committee working out the plan. 

The new schedule calls for nine 
trips a day instead of three, start- 
|ing at 9 a. m. and ending at 6 p. m. 
| This increase in service was ob- 
| tained at a cost increase of about 
22!» Mer cent., the average running 
as follows: ‘Twenty-five cents to 
any part of city for parcel weigh- 
ing less than fifty pounds, 15 cents 
for each additional fifty pounds. 
The jobbers have a contract with 
a transfer company to do the work 
at this scale. The company picks 
up the deliveries from all the job- 
bers fifteen minutes before the time 
| for starting. 

Four Austin 


cars are used, just 


| being put on during last December. 


Two go on a coverage of the entire 
town, at one-hour period; then the 
other two go out, thus giving two 
hours for each set of two cars to 


|pick up, sort the parcels and then 


make the city-wide defivery. 

The new company is doing auto- 
motive delivery exclusively. Prior 
to that the delivery contract was 
a general transfer company, 
bigger delivery trucks were 
Now there is this specialized, 
service for the auto dis- 
the jobbers feel it will 
last word” in giving quick 
service to the shops. Now the shop- 
man can figure very closely as to 
just when the delivery will be made. 

The delivery is to city limits in 
all directions. To the north and to 
the south from auto row, this is a 
‘so the 
co-operative idea is getting a lot of 
parcels on the 


and 
used. 
exclusive 
trict, and 
prove the 


average. 

“It’s better service than our in- 
dividual efforts could give. There 
is no comparison.” This from Mor- 
| rissey. 

All the parts jobbers, including 
|the M. E. A. jobbers, who in addi- 
tion, have delivery service of their 
own, uSe the co-operative plan. This 
includes twenty jobbers. 
mated, will be close to 15 per cent. 
ahead of that of January, 1930. 

The Pennsylvania Rubber and 
Supply Company, Inc., with head- 
| quarters in Erie, and a branch in 
Oil City, predicts a good volume of 
| business this year. Low stocks in 
|the hands of retailers, it is said, 
| will necessitate replenishing. Indi- 
| cations point to a first quarter busi- 


on hand to permit close-to-capacity | the company expects a complete re-|ness approximately 20 per cent. 
production schedules well into the|turn to normalcy early in 1931.| greater than in the corresponding 


second quarter of 1931. 


January sales volume, it is esti- 


| period of 1929. 
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Problems of Transmission 
Design 


The following, in part, is the sec- | 
ond installment of a discussion of 
the transmission design which was | 
prepared by R. Dean-Arverns, A. | 
M. I. A. E., and which appeared in 
a recent edition of the British pub- 
lication, The Automobile Engineer. 
It will appear serially in the Auto- 
motive Daily News. 

The lowest gear is next deter- 
mined by the maximum gradient to 
be negotiated, from which gradient 
resistance is obtained and equated 
to tractive effort available. Be- 
tween these the remaining two ra- 
tios must be arranged to permit of 
fullest advantage being taken of the 

. power curve characteristics. The 
torque developed varies but slightly 
through certain ranges of engine | 
speed, and it is within that range 


/ 


FIG. 


that the engine speed should be 
maintained by the choice of a suit- | 
able gear ratio. 

Engine speed should be kept at a 
minimum so that if the vehicle be 
moving in low gear and the engine 
revolutions increase to the upper | 

- limit of the range, then the gear can | 
be changed so that the lower limit 
of revolutions is again reached, the 
vehicle speed remaining unaltered. 
Assuming the bottom gear ratio as 


found from gradient resistance to) yaries but little and the drive is | 


be equal x to 1 and the low and 
high limits of the engine speed 
range to be A and B, respectively, 
then, road speed of vehicle at, say, 
B. r.p.m. of engine is equal to BK. 


xX | ocity, impact and surface stresses. | 


K being a constant. 

Assuming further that the next 
higher gear ratio yv tol, then the 
road speed of vehicle at, say, A 
¢ p. m. of engine is equal to 
AK and BK AK, or el 


= y 


y 


y 


x 
B 


x 

A 
that is, y cx where c ; 
B 

Simuarly, it will be found that the 
next gear ratio, Z to 1, represented 
by Z cy c*x<, which necessi- 
tates gear ratios forming a geo- 
metric progression. This is not al- 
Ways practical in the design of the 
transmission, but it should be fol- 
lowed as closely as possible. As each 
ratio is selected its effect on vehicle 
performance should be plotted gn 
the graph as in Fig. 1. 

Regarding these curves, if the ve- 
hicle is on a gradient of 1 to 50 at 
a speed of 40 m. p. h., the tractive 
effort available is represented by 
AB and resistance to be overcome 
by AC. The vehicle, therefore, pos- 
Sesses CB excess tractive effort, 
which is available to assist in in- 
creasing the road speed up to 43.5 
m. p. h. At this speed the resistance 
equals the tractive effort and the 
speed remains contsant, or in other 
words, 43.5 is the maximum possible 
Speed on the gradient in question. 
If no acceleration be desired at 40 


m. p. h. the throttle is closed until | which is of importance in regard to” 


the tractive effort equals AC. Should | 
a gradient of 1 in 40 be reached 
when the vehicle is traveling at 4314 
m. p. h. the excess resistance, ED, 
reduces the road speed along EB to 
4114 m. p. h., where the resistance 
‘and traction are in equilibrium |} 
again, A series of such.speed reduc- | 
tion continues through various gra- | 
dients until 1 in 20 is reached, when 
tractive effort is always (in Fig. 1) 
less than the total resistance. It is 
necessary to change gear before this | 


stage is reached, when the vehicle 
will travel the gradient of 1 in 20 
at a speed of 32 m. p. h. at F. 
Similiar conditions apply through- 
out the range of gears until maxi- 
mum gradient is reached. 

It is desirable to arrange the in- 
tersection of the tractive effort 
curves at the most economical en- 


gine revolutions. In the figure this | 
will be seen to be at about 1,600- | 


1,800 r. p. m. From such a diagram 
the desirability of employing three 
or four speeds to bridge the gap be- 
tween high and low gear is evident. 

Here the author stated that be- 
fore attempting to calculate any 
gear and shaft stresses that it is 


essential that the type of tooth be | 


selected, 
degree pressure angie tooth, the 20 


3 


degree angle tooth, stub tooth, in- 

volute and double helical form, 
The author then discussed . the 

factors applicable to each of these 


types of gears and proceeded on the | 


assumption that the involute is the 
most practical profile on which to 
base calculations with regard to 
tooth loads and stresses. Incident- 
ally, the amount of backlash should 
be at a minimum. Backlast is of 
little importance where the load 


continuous, but the automobile 
transmission does not comply with 
such conditions. The strength of a 
spur tooth is dependent on several 
factors—bending stress, tooth vel- 


The load on any tooth is obviously 
a maximum when only one pair of 
teeth is carrying the load, and this 
point occurs when the point of con- 
tact is distant one base pitch from 


A,| the extremity of the path of flank | 


contact. The formula by Lewis, 
which assumes the point of appli- 
cation of the load to be at the tip 
of the tooth, is therefore not en- 
tirely incorrect. From this it will 
be seen that, as the number of 
teeth in the driven gear increases, 
the strength of the tooth increases 
also. 

A more recent method of calculat- 
ing the resistance of the tooth to 
bending at stress is that of treat- 
ing it as a cantilever, upon which 
the tangential pitch line is applied. 

The permissible stress is a some- 
what uncertain quantity, depending 
to a degree upon tooth velocity, in- 
ertia, pitch errors, impact stresses 
and material employed. The impact 
stresses increase as the velocity in- 
creases, and it is therefore reason- 
able to assume that the allowable 
stress will be reduced in accordance. 
A figure commonly adopted in prac- 
tice when 60 tons ult. nickel chrome 
steel is used is 20,000 pounds per 
square inch at 100r.p.m., to 10,5000 
pounds per square inch at 1,000 
r.p.m., aS the allowable stress. 


In addition to bending stresses in 
the tooth, a further stress occurs 


States 


Illinois 


ix } 189) 2| 
mt, 29 


139} 
j 23; | 


262) 


and mentioned the 14's) 


50} 


| the tooth surface. Should the al- 
| lowable surface stress be exceeded, 
| crushing or fatigue failure will in 
| all probability occur. Such a stress 

is apt to be overlooked after the 


calculated. 
surface may be calculated from the 


load per inch of face and the rela- | 


tive radius of curvature. This cur- 


vature is proportional to sin a where | 


a—pressure angle, while the stress 
may be assumed to be inversely pro- 
portional to this value. 

The detail design of the gear 
shafts is of considerable importance, 
having regard to deflection and 
strength in_ torsion. Deflection 
makes for the production of gear 
noise and uneven tooth wear, while 
twisting mainly affects the splines. 

A method frequently adopted in 
calculating the stressing of shafts is 
that applied to a beam simply sup- 
ported at each end and subjected to 
two concentrated loads in opposing 
'senses at varying distance along its 
length. This enables the bending 
| moment to be estimated, and is suf- 

ficiently accurate to comply with 

practical requirements. Bending, 
however, is only one of the many 
stresses which must be taken into 
consideration. There is_ torsion, 
which must be combined with the 
| bending moment, and a check must 
|be made for deflection. It should 
;not be assumed that entire absence 
| of deflection is desirable. Such an 
{assumption is fallacious, although 
the utmost precaution must be 
taken to insure that excess deflec- 
tion does not occur. Its effect upon 
the gears is variable and to some 
extent is dependent upon the length 
of shaft between bearings. A figure 
| that has proved reasonable in prac- 
| tice is an allowance of 0.002 inch 


on a shaft having bearing centers | 


10 inches apart. The bending mo- 
ments to be calculated are those due 


gears. The combined effect of these 
two moments is obtained graphic- 
ally by the following means. The 
diagrams CED and CFD to scale 


(Continued on Page 12) 


Lubricating Oils 
| Internal-Combustion Engines” 


By PROF. F. C. BAENDER 
Oregon Agricultural College, 
| Corvallis, Ore. 


The following is an abstract of a 





paper presented before a 

meeting of the Northwest section, 

Society of Automotive Engineers. 
In order to provide a better un- 


derstanding of the fundamentals 
which determine the suitability of 
| lubricating ols to meet the require- 
ments of internal combustion en- 
gines, the speaker described the 
methods of extracting them from 
the crudes and divided the refined 
products as marketed according to 
their basic constituents—namely, as- 
phalt base oils, 
and mixed base oils. The properties 
of refined oils and the methods of 
testing them in order to determine 
their different properties, particu- 
larly the viscosity, was then de- 
scribed. It was pointed out that a 
blended oil may show correct vis- 
cosity at 100 degrees Fahrenheit, 
but when tested at 
Fahrenheit its shortcomings would 
be apparent because it would be 
thinned down to such an extent 
that its lubricating would be lost. 
Oils suitable for internal-combus- 
tion engines as used in automobiles 
in the summer, said Porfessor Baen- 
der, have viscosity values of 450 to 


500 Saybolt sec. at 100 degrees Fah- | 


renheit and 68 to 72 sec. at 210 de- 


Chevrolet 
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|to forces A and B, see Figure 3, | 
which for all practical purposes are | 
those of the tooth loads on the two | 


recent | 


paraffin base oils | 


210 degrees | 


By OTHMAR WINDBERGER 
M.S. C, E. 


Technical Director, the Amalgamated Aus- 
tro-Daimler, Steyr and Puchwerke, 
Wiener-Neustadt, Austria 

Present-day Austria, although 


shrunk to about one-tenth of its 
pre-war dimensions, has neverthe- 
less succeeded in concentrating and 
maintaining the greater part of the 
old well-known automobile industry 
within its small territory. 

It is indeed no _ insignificant 
achievement to keep this particular 
industry above water when one con- 
siders that among a population of 
6,000,000 people eight factories are 


in existence and continue to func- | 


tion in face of the tremendous diffi- 
culties which are presented by the 
question of export. These difficul- 


lties are due to the fact that the 


neighboring countries; i. e., the suc- 
cessors of the old Austro-Hungary 
monarchy, not only favor their own 
industries, but have also established 
new ones, 

It can also be realized that it is 
no small undertaking to export to 


Germany or England in the face of | 


the not too flourishing trade condi- 
tions in those countries. Added to 
this, there has come gradually the 
important competition with the 
United States, at home and abroad, 


|which entailed the importation of 


cheap though thoroughly service- 


lable cars with splendid perform- 


ance. 
These combined circumstances 
had a two-fold influence on the 
Austrian automobile industry, in so 
far that, firstly, through a continuos 
process of concentration, more and 
more factories have banded togeth- 
er under the same financial and 
technical management, with a suc- 
cessful division of the various types 
between the different factories; and 
secondly, that special designs which 
| facilitated a successful trade com- 
| petition were brought into being. 
With these two enterprises the 


for Use in 


| grees. For winter use a lighter oil- 


would be more suitable. An ordinary 
/ mineral oil of 750 Saybolt sec. at 
100 degrees Fahrenheit. possesses a 
viscosity of about 70 sec. at 210 de- 
grees, but a patent has been issued 
in Germany 
for making an oil 

cosity at the higher 
This oil is called Votol. It is made 
by subjecting a light, clean mineral 
oil to the action of a glow discharge 
of a relatively high-frequency elec- 
tric current, which seems to produce 
no other chemical effect except to 
greatly increase the viscosity, which 


of high vis- 


goes to 240 sec. at 210 degrees. The oil | 
thus treated seems to possess lubri- | 


cating qualities superior to even 
those of a high-grade mineral- 
castor oil. 

Prof. Baender next discussed what 
happens to the oil 


Side of overheated pistons, con- 
tamination by dust and metal par- 
| ticles, dilution by unburned heavy 
ends of the fuel and the formation 
of Sludge. It is a curious fact, he 
said, that it is impossible to burn 
oil that is against the cylinder wall, 
provided the water jacket is filled 
with water; experimental evidence 
is available that proves that the oil- 


film layer next to the cylinder wall, | 


which is about 1-40 inch thick, is 
at approximately the temperature 
of the water. Hence, any oil that 


Franklin 
Gardner 
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covering a process, 


temperature. | 


in an engine, | 
such as earbonization on the under | 


Graham 


2 
: | In Austria 
static loads on the teeth have been 
Pressures on the tooth | a ae 


|writer is having considerable suc- 
|cess. After sixteen years in a lead- 
ing technical position with the Aus- 
trian Fiat he became technical di- 
rector with Austro-Daimler, and a 
|year ago rose to the position of 
'chief technical director of the 
amalgamated Austro-Daimler-Puch 
and Steyr-Werke. In this way the 
whole passenger car and motorcycle 
industry are united under one head, 
and thus the best possible condi- 
; tions have been brought about to 
run each individual business to the 
fullest advantage. 

The second of the above-men- 
tioned influences, special designs, 
scon made itself apparent. It is 
understandable that a factory which 
;manufactures among the Alpine 
| Mountains has a certain tradition 
| which makes it specially fitted to 
| produce cars with an excellent hill- 
climbing performance. 

Morevoer, the post-war bad roads 
forced the best efforts of designers 
in developing the suspension and 
| road-holding qualities of cars. 
| The technicians in Austria were 
compelled to discover the best means 
|of providing the body with a rigid 
base, and so the tubular frame, a 
construction with only one central 
frame tube like a spinal column, 
came into existence. The next step 
was the independent articulation of 
the rear wheel. In this way the 
best adhesion, even on bad and un- 
even roads, was obtained, and at 
the same time a high road-holding 
quality assured. 

It is obvious that a car born under 
|such conditions must show the best 
|results, and so much the more on 
| decent roads. 
| The result of all these combined 
| circumstances is that it has become 
| possible to overcome the difficulties 
|in competition with the big Ameri- 
|can industry, the highly scientific 
|German production and the nation- 
|al British industry. 


has fire and flash-points around 400 
degrees Fahrenheit should be im- 
une from cracking and burning. 


| The speaker showed himself in 
| agreement with other investigators 
| when he stated that, if the con- 
; taminations are entirely removed 
from crank case drainings and the 
| remaining oil is properly treated to 
restore the viscosity, fire and flash- 
points, freedom from acidity and 
carbon residue, and so on, the re- 
sulting restored oil will be an even 
more perfect lubricant than new oil. 
| The reason, he said, is that it will 
| be-free from molecules that crack 
against the hot pistons, and also the 
unsaturated hydrocarbons. No re- 
fining company, he said, can refine 
an oil as perfectly as can an en- 
gine, and we can well say that a 
properly reclaimed oil is, in reality, 
a super-refined oil. A rather in- 
teresting fact is that reclaimed oil 
has a higher viscosity at 210 degrees 
Fahrenheit than the original oil had, 
even though both may have the 
same at 100 degrees. The speaker 
declared that, to be properly re- 
claimed, an oil must have restored 
to it every property it had when 
new, both physical and chemical. 

Disagreement was expressed with 
the theory that, because crank case 
oil reaches stable dilution after 
about 200 miles of operation, 
amounting to 10 to 15 per cent. in 
the summer and 25 to 40 per cent. 
in winter operation, it is better to 
use a prediluted oil and eliminate 
danger of under-lubrication with 4 
heavy oil that will not flow readily 
when starting a cold engine. 


| 
| 
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CUMULATIVE NEW PASSENGER CAR 


Hupmobile 
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quipment--- Development 


New Open-Side Planer | 
Introduced 


NEW Cincinnati Hypro planer 


The Cincinnati Planer Company,|operated through a torque motor. 
Cincinnati, O., recently introduced Push buttons at each end of the rail 
a new Hypr n-side planer which |clamp and unclamp the rail. Rais- 

vee Se ee |ing and lowering the rail and rapid 
includes among other features pneu- | traversing of the rail are also con- 
matic tool lifters and push button | trolled by push buttons. 


control for all the movements. An Coolant supply and return does 


auxiliary housing permits the use| not interfere with the regular work- 


of a fourth head. It can be removed | ing surface of the table. Piping for 
quickly to permit machining of | the coolant is fitted with universal 
larger pieces. This housing carries | joints to accommodate all positions 
a@ separate small motor for rapid | of tools. 
traversing the fourth head. | The shifting device is designed to 
The tool lifter attached to each|give a short stroke, which varies 
head raises the tools on the return |from 1!2 to 2 inches. Small dogs 
stroke which it is claimed meets an|located on the table between the 
essential requirement when tung- |regular shifter dogs permit speed- 
sten-carbide ‘tools are employed.|ing up the table over gaps between 
There are no projecting parts on the lthe parts to be planed. 
lifter which might interfere with| The handwheel at the left-hand 
work in close quarters. All moving | end of the rail is part of the built- 


AUTOMOBILE STEELS | 
TO BE DISCUSSED | 
AT CONGRESS 


Of interest to the members of the 
| Society of Automotive Engineers who 
attend the Western National Metal 
Congress, to be held in San Fran- 
cisco, February 16 to 20, will be the 
paper of J. M. Watson, president of 
the American Society for Steel 
Treating, which will discuss the ap- 
plication of different SAE steels for 
the same duty in modern automobile 
construction. 

Watson, who is chief metallurgist 
of the Hupp Motor Car Company, 
plans to take an automobile, unit | 
by unit, and to discuss the various 
types of metals in use at the pres- 
ent time. He plans to point out be- 
fore the congress that for many of | 
| the parts several different steels 
can be used with equal satisfaction. | 

Virtually every type of metal that 
goes into the automobile will be on 
display at the accompanying West- 
‘ern National Metal and Machinery 
| Exposition, now being arranged by | 
W.H. Eisenman of Cleveland, sec- | 
retary of the Steel Treating Society. | 

Already four of the speakers on/ 
the automotive engineers’ sessions | 
have been assigned. In addition to| 
|Mr, Watson, they are B. F. Shep-| 
| herd, chief metallurgist of the In- 
}gersoll Rand Company, Phillips- 
burg, N. J.; Arthur B. Domonoske, 
executive head of the mechanical | 
engineering department of Stanford 
University, Palo Alto, Cal., and Wil- 
liam M, Halzhauer of the Aluminum | 
Company ef America, Oakland, Cal. 

Due to extreme length of the ses- | 
sion, which will have two more. 
speakers added soon, it has been 
increased to occupy one entire day | 
of the convention or two of the 
regular session periods. Horace L. 
Hirschler, chairman of the Northern | 
California Section of the Society of 
Automotive Engineers, and con- 
sulting engineer of San Francisco, 
will preside. 


|new corporation. 


teenth dinner and meeting in the; 
Berwick Hotel. H. J. Fishbeck, | 
metallurgist with Pratt & Whitney 
Company of Hartford, Conn., spoke 
on “Metallurgy in Aircraft Motor 


ORDERS NEW RADIO 
Ct ae tesca| ‘EQUIPMENT 


School and Pratt Institute. There | 
was a motion picture telling the 
“Story of a Storage Battery.” 


G. M. SUBSIDIARIES FORM 
DELCO APPLIANCE CORP. 


Rochester, Jan. 12.—North East 
Appliance Corporation and Delco- 
Light Company, both subsidiaries of | — 
General Motors Corporation, have | ting equipment which will broadcast 
consolidated their avtivities under | voice and range signals simultane- 
the name of Delco Appliance Cor-| oysiy. 

ration. E, A. Halbleib, president ; ial ; 
ad general manager of can of the | The combination radiotelephone 
former units, is president of the and radio range transmitter has 
oat ae ; been developed by the aeronautics 

roducts which are manufactured | pranch ji “der ‘ i 
and distributed by Delco Appliance edie one ae the aire 
Corporation are Delco-Light prod- _— ying along the airways to re= 
ucts, including Delco-Light indi- | ceive Simultaneously on one radio 
vidual electric plants, Delco electric frequency channel both radio guid- 
water systems and Delcogas indi- , #Ce signals and weather and other 
vidual gas units; North East prod- !formation by voice without car- 
ucts, including small motors, speed- |'Y1N& two receivers. The only 


AERONAUTICS BRANCH 


Washington, D. C., Jan. 12—A 
contract has been placed by the 
aeronautics branch of the Depart- 
ment of Commerce with the West- 
inghouse Electric and Manufacture- 
ing Company, East Pittsburgh, Pa., 
for a combined radiotelephone and 


visual type radio range transmit- 


ometers, automobile heaters, start- |©ange necessary in the radio equip- 
ing, lighting and ignition systems, | ™€nt on the aircraft will be the ad- 
and a new line of products, under dition of a filter. This unit will 
process of development. weigh only about one pound, and 
‘ will require little space. Its func- 
LINK-BELT GETS LARGE tions will be to direct the voice 
Signals through the headphones and 
FOUNDRY INSTALLATION the radio signals through the vi- 
brating reeds of the indicator on 
Chicago, Jan. 12.—After combin- | the instrument board. 

ing the contracts received from the The transmitting equipment will 
General Steel Castings Company | consist of an ordinary voice trans- 
of Eddystone, Pa., during 1930, Link- | mitter and a visual radio range 
Belt announce that they total about | transmitter with the carrier of the 
$185,000, which is believed to be one latter suppressed. The radio range 
of the largest installations of 1930.| transmitter will radiate its power 
These contracts consisted of! from two loops at right angles to 
equipment for handling various kinds | each other and the voice transmit- 
of foundry sand, skip hoist engines | ter will radiate its power from an 
for pulling cars in and out of the| umbrella type antenna consisting 
sand blast rooms and mold drying|of a vertical portion with four 
ovens, portable belt conveyors and | radial lengths at its top erected in 
tranmission equipment such as,a symetrical position with respect 
Link-Belt silent chain drives for) to the loops. Nine steel towers will 
driving the fans in the core and} be required for the loops and the 

mold ovens. umbrella antenna. 


parts of the device are hardened 
and ground. It can be used simul- 
taneously on all heads or any one 
head if desired. 

The rail and knee are clamped to 
the column by an electric clamp 


in indexing device for use in rack- ! 


cutting and spacing. An electric 
| speedometer on the side of the 
‘column constantly registers the 
| table speed, both cutting and return, 


'on a dial at the control panel. 


Used Car Inventories Decline 


30% in Cleveland District 


LEVELAND, Jan. 12.—The used 
ear situation in this district is 
not good, but, on the other hand, it 
is not terribly bad, according to 
leading dealers. In some cases the 
used car situation is declared to be 
very satisfactory, with stocks lower 
than in many years and sales on a 
profitable basis. This, however, 1s 
the exception rather than the rule. 
Used car inventories in Cleveland 
and its important suburbs probably 
average 30 per cent. below those of 
a@ year ago, including a large num- 
ber of old low-priced cars that are 
pretty close to the junk heap; cars 
that by spring will in all probability 
be written off, but which now count 
in the total. 
With more than 350 dealers or 
sellers of used cars in the greater 


Cleveland district, sales during 1930 | 


have averaged nearly 10,000 a 
month. Nothing short of an actual 
enumeration could show total used 
car stocks now on hand in this dis- 
trict. 

The proportion of used car sales 


to new car sales has risen during | 


the past few months and new car 
sales have dropped, indicating fewer 
used cars traded in. All along the 


| line, also, strict attention has been | 


| paid to reduction of use dcar inven- 
tories wit hthe result that used car 
, stocks as of December 1, 1930, prob- 
| ably did not exceed 7,000 cars. 
“This used car problem is more 
|talk than anything else,” suggests 
iC. A. Krist, used car manager of 
lthe Cleveland Franklin Company. 


“In our case used car stocks are | 


lower than time in ten 
years.” 

| In this Franklin dealer's 
| however, the situation probably was 
| helped by the fact that sales of new 
| cars in 1930 were ahead of those for 

1929. However, cars taken in were 
priced to sell in order to avoid in- 
ventory expense. 

“I consider the used car situation 
very good,” says W. W. Grace, used 
car manager of the Scott A. Rogers 
Company, distributor of Graham 
cars. 
garding it. Right now sales are 
slow, of course, as they always are 
at this time of year. But stocks are 
lower than in years. They consti- 
tute no grave problem.” 

Many other dealers and used car 
managers make similar reports, but 
it cannot be said that dealers gen- 
erally are entirely satisfied with the 


at any 


case, 


“I am not a bit panicky re- | 


H. J. FISHBECK SPEAKS 
TO A. S: 8. T. OF N. I. 
Newark, N, J., Jan. 12—The New | 
Jersey Chapver, American Society | 
‘for Steel Treating, held its seven- 


situation. The Ohio Buick Com- 
pany, Buick distributor, estimates 
that its dealers have only half as 
many used cars aS one year ago. R. 
J. Schmunk of the R. J. Schmunk 
Company, Hudson and Essex distrib- 
utor, places the ratio for his organi- 
| zation, similarly, at 50 per cent. 

Probably 40 to 50 per cent. of all 
used car stocks in this district are 
in cars originally costing under 
$1,000; around 40 per cent. between 
$1,000 and $2,500, and 10 to 15 per 
cent. above $2,500. These are esti- 
mates that cannot easily be verified 
at this time, however, for there are 
not statistics available from enough 
of the 350 or 400 dealers to provide 
a representative average. 

Demand appears to be best for 
used cars priced around $500. Those 
who ordinarily buy cheap cars at 
prices from $200 downward either 
do not have much money or are 
cautiously hanging onto what they 
have. Consequently, stocks in the 
low-priced field are turning over 
slowly. Relatively, stocks in the 
medium-priced field are almost as 
large, but turn-over is more rapid. 
In the highest-price classification 
sales are slowest, but sufficient to 
prevent accumulations in the hands 
of dealers. 

During the past year some of the 
leading used car dealers here have 
developed the reconditioning of cars 
to a greater degree than ever before. 
Thy have found that repairing and 
refinishing not only make the car 
more saleable, but also that the 


This installation will be shown} 
through enlarged pictures at the 
Link-Belt exhibit, American Foun- | 
drymen's Convention, Stevens Hotel, | 
Chicago, in May. 


work can be placed on a profitable 
basis. The coming year promises to 
see a considerable extension of re- 
pair work, the guaranteeing of used 
cars and the getting out of consider- 
able additional mileage. 

Dealers here say that as more at- 
tention is being paid to used car 
sales and up-keep the possibilities for 
profit are increasing. Authorized 
car dealers especially are finding 
that their used car sales may mean 
to them a considerable volume of 
business in service, and they are 
equipping their shops and rounding 
out their organizations to better 
handle their service business. 

Dealers generally believe that the 
used car situation is being placed on 
a sounder basis and look forward 
with much confidence, not only to} 
the moving of stocks, but to ob- 
taining a fair profit on sales. Deal- 
ers have sometimes complained 
there has been little profit in their 
used car business. They are facing 
the new year with the knowledge 
that stocks are low and the confi- 
dence that they will no longer do 
business without a profit. 


UPCHURCH MOTOR CO, 


SHOWS NEW OAKLAND 
Charlotte, N. C., Jan. 12.—Several 
hundred people attended the 
premier showing of the new Oak- 
land-Pontiac motor cars at the C. W, | 
Upchurch Motor Company here re- 
cently and were enthusiastic in 
their praises of the new models. 


REGISTRATION STATISTICS, DECEMBER, 1930 


Oakland 


Marmon 


21; «1111 
28; 110) 


8} 
41| 


i 


Minois | 


— Ff. 


~ 121, ——«a CS] 


Oldsmobile 
Packard 
Plymouth 


Peerless 


25| 87 | 5 25| 46) 


~ 16; ——t«@G7 


63, 27 


~~ 1024 «21 


Totals 


Miscella- 
neous 


14) 2,987 
70; 4,500 


The combination transmitter will 
be used at first for experimental 
purposes and later will be put in 
active service, if results are satis- 


factory. 


—, 


STERLING MOTOR TRUCK 
REPORTS $385,580 LOSS 


New York, Jan. 12.—The Sterling 
Motor Truck Company reports for 
the year ended October 31, 1930, net 
loss of $385,580 after charges, de- 
preciation, etc., comparing with net 
profit in the preceding fisca] year 
of $401,330 after charges, deprecia- 
tion and Federal taxes, equal after 
dividend requirements on the $2 
convertible preferred stock, to $4.69 
a share On 60,064 no-par shares of 
common stock. 


OTHER FINANCIAL NEWS 


MOTO METER 

Moto Meter Gauge and Equip- 
ment Corporation has notified New 
York Stock Exchange authorities of 
option to purchase 225,000 shares of 
common stock at $2 a share during 
the period from July 1, 1931, to July 
1, 1932. Option is not exercisable in 
whole Or in part unless aggregate 
grosg sales of the corporation billed 
for any six months’ period from 
January 1, 1931, shall exceed by at 
least $600,000 the aggregate gross 
sales billed for the corresponding 
six months of the one and one-half 
year period from January 1, 1930, 
to July 1, 1931. 


DODGE BOAT DEALERS 
TO MEET DURING SHOW 

New Yerk, Jan. 12.—More than 150 
Dodge boat distributors and dealers 
from all over the United States are 
expected to attend the Dodge con- 
vention, to be held during Motor 
Boat Show week by the Horace E. 
Dodge Boat and Plane Corporation, 
according to announcement by 
Kenneth M. Smith, managing direc- 
tor. The convention will take place 
at 12.15 p. m. Tuesday, January 20, 
in the grill room of the Hotel Shele 
ton, 49th Street and Lexingto® 
Avenue, New York. 
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Varied Merchandising Efforts Reward Distributor 


Hoffman Seeks Drastic 
Changes in N. J. Code 


Studebaker Sales Co.,| 


Chicago, Utilizes 
Spectacular Ideas 


To Get “Plus” Busi-| 


ness; Concentrates 
On Moving Used 


Cars 


MONG the motor car dis- 

tributors and dealers of 
Chicago, none was in the lime- 
light during 1930 more than 
the Studebaker Sales Cdm- 
pany of Chicago. And the 
answer is largely to be found 
in the many, varied and gen- 
erally spectacular strokes in 
marchandising, each of which 
brought to the company def- 
inite results in sales increases 
that could not otherwise have 
been secured. 

The Studebakes factory was an 
important contributor, through its 
own merchandising efforts, such as 
price reductions during the year 
and the introduction of new models, 
culminating in the appearance of 
the “free wheeling” Studebakers. 
Yet, almost from the dawn of 1930, 
if not before, the local organization, 
headed by President H. R. Levy, set 
itself to get as much “plus” business 
as possible and to counteract the 
effects of depression which it felt 
might continue throughout the year. 

The decision was accordingly 
made to try out a number of mer- 
chandising ideas, as many of them, 
in fact, as could be crowded into the 
year without forcing them to come 
too close upon each other, the plan’s 
continuance being also dependent 
upon the success of each link in it. 
Putting it another way, the general 
plan had the proviso that if the 
first three or four ideas proved suc- 


cessful, it would be carried through. 
Despite general conditions, it is 


noteworthy that every idea in the 
Studebaker plan brought §satis- 
factory results. 


The expected business in each in- 
stance was realized, and one of the 
biggest things accomplished, ac- 


cording to Mr. Levy, was that the 


reduction in used car stocks kept 
pace with the selling of new cars. 
In some respects the Studebaker 
Sales Company followed the usual 
method of backing heavy factory 
advertising schedules with direct- 
by-mail campaigns. This feature of 
the program, while not exactly 
novel, was unusual last year, in 
view of the policy of retrenchment 
adepied by many factories and 
dealers as contrasted with the 


Not one of the 
merchandising promotions fell flat. 


Studebaker Sales Company’s policy 
of even increasing its advertising 
and sales promotion judget. 

Nor was used car advertising 
|overlooked, The company main- 
tained its position as the leader 
among Chicago distributors in used 
car advertising, and Walter 
| Schwimmer, advertising manager, 
| states that its used car advertising 
| appropriation was larger than that 
| of any other distributor or dealer in 
| the United States, which means the 
| whole world. 
| The company carried the story of 
|its used car values, special offers, 
five-day free driving trial, and other 
points, in the advertising columns 
practically every day of the year. 
Usually these advertisements were 
jin the classified section, often 
}nearly a full column in depth, but 
they were also run at times in dis- 
play form. 

The company concentrated most 
of its merchandising ideas on used 
ears. Chief among these were spe- 
cial inducements in addition t» the 
values of the cars themselves, pres- 
| tige of the company, etc.. The first 
lof these special offers advertised a 
| set of license plates for 1930 free to 
|every used car purchaser. At inter- 
| vals came other offers, including 
| 100 gallons of gasoline, a regular 
radio set, a heater, and finally an 
automobile radio. 
| The special offers were made on 
the average of once a month, and 
| the most popular, bringing the best 
| results, was the last one of the year, 
|the automobile radio. Incidentally, 
‘it was offered to new and used car 
buyers alike, in contrast to the 
other inducements, which were 
made only to used car purchasers. 

While the company’s merchandis- 
ing policy, as just outlined, played 


| 








great volume of used cars during 
1930, other potent factors are cited 
| by R. H. Keeling, vice-president. 

“We do not depend on ‘stunts’ to 


Mr. Keeling. “However, we have 
found that particular plans, well 
timed and properly carried out, 
bring excellent results in a stimulat- 
ing business when it isn’t moving 


| This applies to new as well as used 
| cars. 


tractively and in as inviting sur- 
|}roundings as those in our new car 
|department. This is a great ad- 
| vantage. Furthermore, we have a 
| well-trained used car sales staff, 
composed. of men who have been 
with us for years and who in that 
time have cultivated a wide circle 
of friends. All this, of course, is 


company, the product we sell, our 
prominence as used car merchants, 
and our heavy advertising. 

“Bsides our special offer features 
during the year we have made it a 





Transmission Design 


(Continued from Page 10) 


represent those due to loads A and 
B, respectively. The section of the 
combined diagram in line of either 
load A or B, which is of greater 
magnitude, is ascertained by mea- 
surement. In which ever plane it is 
found, the magnitude of the lesser 
portion KH of the combined bend- 
ing moment EH is scaled, thus in 
Figure 3 the dimension EH is 
greater than JF and lies in the 
plane of ioad A. 

Having ascertained by dime 
the value of KH, which is assume 
to be the effect of bending moment 
due to load B in plane of A, set off 
KH parallel to B and in similar 
direction’from point E, on a’ line 


nsions 


to scale and equal in magnitude to| 
maximum bending moment due to} 
A. By the parallelogram of forces 
the resultant bending moment R is| 
found, and combined in the usual | 
formula with torsional moment T, | 
thus the equivalent of torsional mo- 
ment T=R + (R*+T")3, while | 
the stress in the shaft = T/Z where 
Z = the polar modulus of section. 


In extracting the diameter from 
the formula, consideration must, of 
course, be given to the effect of 
Splines upon the strength of a shaft. 
A full discussion of this matter of 
stress concentration at the base cor- 


{ner to the spline and the consequent | 


{reduction in effective diameter, to- 
| gether with the lowering of the 
limit of fatigue stress due to the 
|continuous change of section and 
| broken diameter of the shaft cannot 
| be fully carried through in the pres- 
ent notes. Sufficient data have, how- 
|} ever, been obtained by @xamination 
| by photo-elasticity methods to sub- 
stantiate the conclusion that the 
diameter upon which to base calcu- 
{lations is definitely smaller than 


d the base of splines, Further, there | 


lis the effect of torque on the spline 
jand its transmitted effect on the 
|spline base, which renders it still 
| further desirable to assume the de- 


creased diameter. Although only an | 
pproximate figure, 85 per cent. of | 


a 
the diameter at the base of the 
splines has been found fo give satis- 
factory results. By this it is implied 
that the diameter obtained from the 
expression of f T/Z should be 
further increased by 15 per cent., 
and the resulting diameter be as- 
sumed to represent that of the 
Spline base. It is also found that 
by basing calculations upon these 
assumptions it is unnecessary to 
make much additional allowance for 
correction due to deflection. 


(To Be Continued) 


a major part in disposing of a} 


give an even flow of business,” said | 


|} along as fast as we think it should. | 


“Our used cars are displayed at- | 


coupled with the reputation of our | 





practice to hold monthly, pre- 
inventory, anniversary and other 
sales, at which sharp reductions in 
price are advertised. Then, too, 
in the summer we maintain sales 
lots throughout the city.” 

Mr. Keeling wound up his used 
car discussion with the information 
that the company was happily in 
the position of having a much-re- 
duced inventory of used cars at the 
close of the year as compared with 
the end of 1929. In the matter of 
new cars, volume held well through- 
out the year and showed sharp in- 
creases in some months over the 
same months the year before, as at- 
tested by both sales records and 
registration figures. 

Telling of the Studebaker Sales 
Company's records during 1930, Mr. 
Keeling declared that the company 
gave its salesmen every assistance 
possible through advertising in ad- 
dition to the factory schedule, 
through direct-mail campaigns and 
through salesmen’s contests, wherein 
prizes were awarded not only to 
winners but to all men producing 
results. 

The direct-mail campaigns on new 
cars which the Studebaker distribu- 
tor utilized to tie up with the fac- 
tory advertising took on different 
forms. Three times during the year 
the company circularized its own 
users, and on other occasions its 
letters were directed to owners of 
competitive makes. Still again, when 
making a drive for Studebaker Six 
Sales, 25,000 letters were mailed to 
a list of Ford and Chevrolet own- 
ers. For the most part the letters 
told of attractive trades and at the 
same time emphasized salient talk- 
ing points of Studebaker cars. 

Mention has been made of the 
success that met the offer of an 
automobile radio with every new 
and used car purchase during a 
limited period of time. This idea 
was put across in the case of the 
| new cars by means of a letter io 
Studebaker owners,-containing a 
personal memo message, apparently 





TRENTON, N. J., Jan. 12.—Com- 

pulsory periodic inspection of 
all New Jersey automobiles, a com- 
plete revision of the financial re- 
sponsibility act and a new bill of 
sale law designed to stop the whole- 


sale registration of stolen cars are 
among the major proposals in a 
comprehensive legislative program 


| which will be submitted to the Leg- 


islature when it convenes tomorrow 
by Motor Vehicle Commissioner 
Harold G, Hoffman, 

“I have many recommendations 
in mind,” Commissioner Hoffman 
said, “but they will not be officially 
submitted until they have been 
thoroughly discussed with experts 
in the various phases of motor ve- 
hicle administrative work. 

“The bills that are offered will be 
the fruit of labors of the assistant 
attorney general, George M. Eich- 
ler, representative of organized 
motorists, automotive dealers’ asso- 
ciations, motor finance interests, 
various groups of magistrates and 
others who have shown a willing- 
ness to give me the benefit of their 
knowledge and practical experience 
in these lines.” 

An amendment to the Motor 
Vehicle act will be proposed, the 
commissioner said, to require the 
production of the license of the 
driver and the certificate of regis- 
tration of a motor vehicle from the 
driver. The present law requires 
the production of the certificate of 
the motor vehicle from the “holder.” 
This has been interpreted, particu- 
larly in Essex county courts, as 
meaning the owner of a vehicle, 
and many charges have been dis- 
missed against drivers of motor ve- 
hicles who could not produce the 





handwritten by Vice-President Keel- 
ing. In the case of used cars news- 
paper advertising, classified and dis- 
play, was employed. 


LINK-BELT EXECUTIVE 


Indianapolis, Ind. Jan. 12.— 
|George P. Torrence, vice-president 
of the Link-Belt company and 
prominent in civic affairs here, was 
named president of the Citizens 
State Bank, a neighborhood insti- 
tution located near the Dodge plant 
of the Link-Belt here. The bank 
was reopened under control of a 
large trust company here and its 
reorganization followed closing of its 
doors December 30. Mr. Torrence 
is also @ member of the board of 
directors of the Fletcher Savings 
and Trust Company, under which 
the Citizens now operates. | 


| PIONEER AUTOMOBILE 


BODY BUILDER DIES | 


Rochester, N. Y., Jan. 12.—John 
Sidney Nash, president of the firm 
of Caley & Nash, Inc., automobile 
body builders, died at his home in 
Brighton, a suburb, following an ill- 
ness of two weeks. He was 77 years 
of age. Fifty years ago he became 
associated with the 
|Caley in the carriage and coach 
building business, which was found- 
ed here in 1842. 


|C., H. STUMP OF WALKER 
MANUFACTURING CO, DIES 
Racine, Wis., Jan. 12.—Clarence 
| H. Stump, for the past three years 
| Detroit representative in the origi- 
nal equipment division of the Walk- 
i. Manufacturing Company, here, 
| died in Birmingham Mich., late last 
| week. Mr. Stump was 34 years of 





MADE BANK OFFICIAL | 


late John P.! 


| senger Cars. 


registration certificate under this 
phraseology of the law. 

Another amendment will permit 
| the use of a lamp of 32-candle power 
bulbs, instead of a limitation of 21- 
candle power. At the present time 
32-candle power bulbs in automo- 
bile headlights are permissible un- 
der the ruling of the commissioner, 
which the attorney general held to 
be legal. Pennsylvania and New 
York authorized the use of 32- 
candle power bulbs, and it becomes 
desirable to change the wording of 
the act so as to make clear the 
right of the New Jersey commis- 
sioner to authorize the use of 32- 
candle power lights in legal head- 
light housing. 

The same amendment will make 
compulsory the use of windshield 
wipers. 

In line with his plan to eliminate 
the chaotic conditions existing at 
the agencies during the latter part 
of the year, the commissioner will 
request the Legislature to grant au- 
thority to issue registration plates 
for the following current year on 
November 1 of each year, no change 
to be made in the date upon which 
the new plates may be used. 

“Omnibuses from out of the state,” 
the commissioner said, “should not 
be given the ninety-day reciprocity 
privilege accorded to visiting pas- 
They should contribute 
their full share toward the mainte- 


|nance of our highways, and motor 





age and had spent most of his busi- | 


ness life in automotive industry. 


F. W. BROADHURST CO. TO 
REPRESENT MANUFACTURERS 
Kansas City, Mo., Jan. 12.—Frank 

|W. Broadhurst has resigned from 
the French Battery Company of 

| Madison, Wis., with which he was 
connected for eleven years. He has 
|formed the Frank W. Broadhurst 

Company and plans to represent 

manufacturers in Missouri, Kansas, 

Colorado and Oklahoma. 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 


\tral Palace. Friday, the day 











vehicle administration, and I am in 
favor of a change in the law that 
will definitely classify omnibuses 
with other cemmercial vehicles, that 
are permitted only the fifteen-day 
reciprocity privilege.” 

Another proposed change will be 
an amendment to Section 10 that 
will allow non-resident drivers to 
operate cars bearing New Jersey 
plates during the ninety-day reci- 
procity period. This privilege will 
not be accorded to any non-resident 
driver under the age of 17 years, or 
to any non-resident driver whose 
home state does not require a driv- 
ing license. 

“The problem of truck overloading 
is a serious one,” he said. “It 
causes damage to our roads in an 
amount that is difficult to estimate. 
Under our present law, the operator 
is promptly punished by a manda- 
tory minimum penalty of $100 with 
a maximum of $250 for the first 
offense and for a subsequent of- 
fense a minimum of $250 and a 
maximum of $500. The experience 
of my department discloses that in 
most instances the operator is not 
primarily responsible for the over- 
loading, and that he was merely 
carrying out the orders of his su- 
periors. In many instances truck 
owners do not pay the fine of the 
driver and let him shift for himself. 

“I suggest that the punishment 
be shifted to where it belongs. Place 
the responsibility for overloading 
upon the owner, and make him pay 
the fine for the offense. I believe 
it will tend to reduce overloading 
violations in this state. 

“Motor vehicle inspectors discover 
numerous situations where trucks 
and other commercial vehicles are 
operated with badly worn solid rub- 
ber tires. Our present law provides 
for no punishment for such an of- 
fense. A penalty comparable to the 
penalty imposed for failure to oper- 
ate a motor vehicle with rubber 
tires is essential to mitigate this 
type of abuse.” 

A recommended change that will 
undoubtedly meet with widespread 
public favor will be a provision that 
magistrates must give receipts for 
fines, which will also set out the 
assessed costs in the various courts 
of the state where motor vehicle and 
traffic cases are heard. Countless 
complaints have been received by 
the department from persons who 
have paid fines and who have been 
refused receipts by the convicting 
magistrates. 

Asked if there would be any in- 
crease in the allowable load for 
commercial vehicles, the commis- 
sioner said that this was not actu- 
ally a problem of the motor vehicle 
administration, and that if the 
truck interests of the state desired 
legislation that is designed to in- 
crease their profits from operation 
it will be up to them to initiate and 
obtain the passage of an amend- 
ment for this purpose. 

The commercial vehicle interests, 
the commissioner said, desire an in- 
crease in the allowable loads for 
six-wheel vehicles, and believe that 
the maximum should be established 
at 40,000 pounds. 
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I left, I was calling on Eddie 


Korbel, the publicity director of the show, and he told me that 


This, of course, could not be 


| he was having at least a dozen calls a day from Wall Street 
| publications, asking tor definite information as to sales. 


given out, but the anxiety of 


these publications to learn what’s what indicates that Wall 


dustry itself. 
One more. 


| Street is just as keenly interested in the future as is the in- 


I went to six banquets during the week and 


'at none of them was chicken served. This is a most pro- 
nounced trend and it doesn’t need an engineer to appreciate 
it. With the passing of the chicken night life should be more 


enjoyable, 





